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Stock  up  for 
£1.3  million 

TV  burst! 


Massive  TV  blitz  starts  21st 
July  targetting  new  users  -  meaning 
more  new  customers  for  your 
pharmacy 

Clinically-proven  Zovirax  has  a 
unique  formulation  to  speed  active  ' 
ingredient  through  the  skin 

Your  No  1  cold  sore  brand  will 
be  asked  for  by  name  -  so  stock  up 
now  to  meet  demand 


Recommend  it 
for  treatment 
and  prevention 


status  P.  Further  information  is  available 
request  from  Warner  Lambert  Consumer 
Healthcare,  Chestnut  Avenue, 
Eastleigh,  Hants  SO53  3JQ 

Contains  aciclovir 

!AX  is  a  trademark  of  Glaxo-Wellcome  PLC 
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Out  &  About,  not  down 
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Scholl 


Seal  &  Heal 


VERRUCA  REMOVAL  GEL 

a  new  effective,  easy  to  use,  plaster-free  verruca  treatment 

Scholl,  the  market  leader,  with  a  57%  share  of  the  £30.1  million*  Footcare  Market,  is  launching 
an  effective,  easy  to  apply  verruca  treatment  which  requires  no  plaster.  Making  it  ideal  for 
children  who  are  in  the  majority  when  it  comes  to  suffering  from  verrucas. 

Scholl's  new  Seal  &  Heal  Verruca  Removal  Gel  will  be  launched  and  introduced  to  health 
professionals,  at  the  annual  Scholl  Nurses  Exhibition  and  Conference,  in  July. 


New  Seal  &  Heal  is  an  effective,  water 
resistant  barrier  product  which  requires  no 
plasters  and  is  easy  to  apply.  You  simply 
apply  one  or  two  drops  of  Seal  &  Heal  Gel 

directly  on  to  the  verruca  and  allow  to  dry. 
Treatment  is  repeated  daily  until  the 
verruca  can  be  removed.  Seal  &  Heal  is 
great  for  kids  who  love  to  go  swimming  - 
no  one  needs  to  know  they  have  a  verruca! 
RRP  £3.95 

5ml  tube  Packed  in  6's 

Marketing  Support 

Scholl  is  supporting  the  launch  with  a 
full  marketing  package  including  a 
consumer  press  and  poster  advertising 
campaign  which  is  part  of  a 
£1.5  million  investment  in 
advertising  by  Scholl  this  year. 


Point  of  Sale 

Package  for  pharmacists 

©  Giant  3-D  Seal  &  Heal 

packs  for  window  displays 

(§)  Counter  display  units 

©  Shelf  wobblers 

O  New  educational  unit  featuring 
the  product  for  the  Scholl  racks 
all  aimed  at  drawing  customers 
attention  to  the  new  product. 


Tips  for 
infection-free  feet 

To  help  prevent  verrucas  and 
other  foot  infections  Scholl 
offers  the  following  advice: 

Try  to  avoid  walking  barefoot 
in  areas  such  as  public 
swimming  pools  and  communal 
changing  rooms. 

Bath  your  feet  daily,  thoroughly 
drying  between  the  toes.  It  is 
essential  to  ensure  that  feet 
are  clean  and  dry  with  good 
air  circulation. 

Change  shoes  and  socks 
(or  hosiery)  daily. 


Did 
you  know  ? 

Around  10%  (5.7  million)  of 
the  UK's  population  has 
suffered  from  verrucas  and 
82%  (4.7  million)  of  sufferers 
are  children  under  15  years 
of  age,  but  still  only  42%  treat. 

Seal  &  Heal  provides  a  no  mess, 
no  nonsense,  effective  solution 
to  verruca  treatment,  which  is 
ideally  suited  to  children  who 
are  active  and  do  not  want  to 
be  marked  out  as  having 
a  verruca. 

♦Nielsen:  Sterling  Sales  MAT  April  1997 


•  PRODUCT  INFORMATION  Ct... 
Presentation;  A  topical  solution  containing  1 1 :25%  W/V  Salicylic  Acid  BP  and  2.8%  WW.  Camphor.  BP.  Indications:  For  the  self  treatment  of  common  and  plantar  warts,  corns  and  callouses. 

SeaT&  l^a^ye^ruca  Removal  Gel  should  be  topically  applied  twice  daily  for  corns' and  callouses  and  once  daily  for  warts  and  verrucas.  No  distinction  is  made  between  different  categories  of  patient. 

Children  under  12  years:  Should  seek  medical  advice  before  use.  Contraindications:  Not  to  be  used  by-diabetics  or  patients  with  severe  circulatory  disorders,  except  following  a  doctor's  permission  .and 
recommendation.  Not  to  be  used  if  the  corn,  callous,  wart,  verruca  or  surrounding  skin  is  inflamed  or  broken.  Not  to  be  used  in  patients  who  are  hypersensitive  to  Salicylic  Acid  or  any  other  ingredient 
in  the  preparation. 

Other  Special  Warnings  and  Precautions:  Discontinue  use  if  excessive  discomfort  or  irritation  is  experienced,  or  if  sensitivity  develops.  Do  not  apply  to  normal  skin.  If  liquid  comes  into  contact  with  norrr 

skinwash  off  immediately  with  water.  ■ 

Interactions:  None  stated       Other  undesirable  effects:  Local  irritation  or  dermatitis  may  occur       'Overdosage:  Not  applicable      Legal  Category:  GSL 
RSP  £3.36  (excluding  VAT)      PL  Number:  0587/5003R       PL  Holder:  Scholl  Consumer  Products  Limited,  Luton,  LU  1_JU0J__Dateof£rgpara^ 
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Pharmacy  practice  research  (PPR)  has 
developed  rapidly  in  the  last  few  years  from 
a  modest  base.  Part  of  the  credit  for  thai  must 
go  to  the  Department  of  Health  for  funding 
for  resources  like  the  Pharmacy  Pract  ice  Research 
Resource  Centre,  and  offering  grants  to  individual 
pharmacists.  The  Royal  Pharmaceutical  Society 
has  done  its  bit  by  supporting  a  head  of  practice 
research.  The  not  uncommon  attitude  of  a  decade 
ago,  that  PPR  was  a  past-time  with  little  relevance 
to  everyday  practice,  has  been  debunked,  and 
with  funding  has  come  academic  interest  and 
involvement.  Pharmacists  have  come  to  the 
sometimes  painful  realisation  that  the  everyday 
benefits  they  know  they  provide  to  patients  are 
not  always  supported  by  research  or  appreciated 
by  health  service  managers  quantifiable 
evidence  is  simply  not  there.  The  NIIS,  with  its 
move  towards  evidence-based  medicine,  needs 
proof.  Earlier  this  year,  a  Pharmacy  Practice  R&D 
Taskforce  identified  a  'window  of  opportunity'  for 
primary  care  contractors  to  bid  for  resources  to 
fund  the  sort  of  infrastructure  developments  that 
PPR  clearly  needs  to  establish  its  'street  cred' 
among  key  stakeholders.  At  least  four  bids  went 
in  at  the  beginning  of  the  month  (see  p4).  If  they 
are  successful,  they  could  go  a  long  way  towards 
addressing  the  current  weaknesses  identified  by 
the  Taskforce  (C&D  February  1).  With  little 
prospect  of  new  money  going  into  the  global  sum 
in  the  short-term,  the  evidence  from  PPR  is  needed 
if  pharmacists  are  to  source  new  funds  for  some 
of  the  wider  functions  they  want  to  and  should  be 
involved  in.  PPR  needs  to  come  of  age  and  deliver 
the  kind  of  solid  evidence  needed  to  inform  policy 
at  local  and  national  level.  When  considering  the 
bids,  the  NHS  Executive  should  realise  it  has  the 
opportunity  to  open  up  new  territory  for  both 
parties. 
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NEWS 


Pharmacy  bids  go  in  for  R&D  funding 


A  ten-strong  collection  of  phar- 
macies in  Sheffield,  headed  by 
Martin  Bennett  of  Associated 
Chemists  (Wicker),  is  seeking 
£300,000  NHS  funding  over  the 
next  three  years  to  set  up  a 
research  group. 

The  Sheffield  bid  is  one  of  sev- 
eral from  community  pharmacy 
contractors  for  NHS  research 
and  development  funding.  For 
the  first  time,  following  the 
Culyer  report,  this  source  of  cash 
is  now  open  to  the  primary  care 
sector. 

Hills/Lloyds  is  heading  a  con- 
sortium bid  in  the  West  Mid- 
lands, while  Moss  Chemists  is 
bidding  for  funds  in  North 
Thames.  In  North  London  and 
Essex,  a  multidisciplinary  hid 
involving  GPs,  NHS  trusts  and 
pharmacy  contractors  is  seeking 
well  over  £ 1  million  over  a  three- 
year  period. 

The  Royal  Pharmaceutical 
Society's  practice  research  task 
force  recently  emphasised  the 


importance  of  setting  up  nei 
works  of  community  pharmacies 
to  provide  a  testbed  for  practice 
research. 

Mr  Bennett  envisages  a  net- 
work with  a  central  pharmacy 
co-ordinating  research  and  satel- 
lites collecting  data.  The  funding, 
if  granted,  will  allow  the  group  to 
employ  a  full-time  researcher, 
train  pharmacists  to  collect  data 
reliably,  pay  them  to  do  so,  and 
cover  any  locum  costs  that  arise. 

The  RPSGB  and  the  National 
Pharmaceutical  Association  are 
supporting  the  Sheffield  bid, 
which  includes  branches  of 
Boots  and  Hills/Lloyds.  It  is  seen 
as  an  opportunity  to  test  out  the 
Society's  model  of  R&D. 

The  West  Midlands  bid  also 
aims  to  set  up  a  research  net- 
work of  ten  pharmacies,  provid- 
ing a  cross-section  of  locations 
and  practice  types.  It  will  involve 
supermarkets,  multiples  and 
independents,  which  are  to  he 
recruited  with  the  help  of  Birm- 


ingham Local  Pharmaceutical 
Committee. 

Ray  Perry,  project  co-ordina- 
tor  for  Hills/Lloyds,  is  acting  as 
partnership  manager  for  the 
scheme,  which  is  seeking 
£85,000  over  two  years.  "I  would 
hope  by  then  that  the  network 
will  be  self-supporting  and 
attract  external  funding  to  keep 
it  going,"  he  says. 

Academic  input  is  coming 
from  the  Aston  MEL  group, 
which  is  supporting  the  move. 

Tire  Moss  bid  for  £112,000  over 
two  years  is  being  co-ordinated 
by  Rob  Darracott,  the  company's 
professional  services  manager. 
Using  Moss  pharmacies  in  the 
North  Thames  area,  the  funding 
will  support  research  on  the 
pharmacist-patient  interface. 

"We  are  looking  at  what  takes 
place  and  whether  we  can  mea- 
sure the  added  'value'.  We  have 
taken  as  a  baseline  the  problem 
that  practice  research  is  often 
small-scale,  which  gives  non- 


reproducible  results,"  he  says. 

Tire  East  London  and  Essex 
Network  of  Researchers  could 
involve  25  pharmacy  contractors 
from  north  London  LPCs,  and 
north  and  south  Essex.  The 
group  is  seeking  £250,000  rising 
to  £750,000  over  three  years  for  a 
variety  of  projects. 

The  driving  force  behind  the 
group  is  GP  Dr  Jonathon  Graffy, 
who  practises  in  London  NIG. 
Hemant  Patel,  secretary  to  Bark- 
ing &  Havering  LPC,  says  the 
Network  could  allow  ordinary 
pharmacists  to  do  some  research 
in  a  multidisciplinary  setting. 

ELENOR  includes  GP  prac- 
tices and  the  Essex  and  Herts 
Community  Trust  among  its  part- 
ners, along  with  the  department 
of  general  practice  and  primary 
care,  Queen  Mary  &  Westfield 
College. 

The  group's  agenda  includes 
research  into  mental  health, 
chronic  disease  management 
and  the  skill  mix  in  primary  care. 


Society  says  treat  vitamin  B6  as  P  medicine 


The  Royal  Pharmaceutical  Soci- 
ety is  advising  pharmacists  to 
treat  as  P  medicines  all  products 
containing  more  than  a  lOmg 
daily  dose  of  vitamin  B6. 

Pharmacists  should  remove 
the  supplements  from  self-selec- 
tion and  supervise  sales.  They 
should  also  advise  people  not  to 
exceed  the  stated  dose  when 
buying  products  containing 
lOmg  or  less. 

The  Society  is  taking  this 
action  after  the  Medicines  Con- 
trol Agency  proposed  last  week 
that  licensed  medicines  with  a 
daily  dose  between  llmg  and 
49mg  should  be  reclassified  as 
Pharmacy-only,  and  those  con- 
tinuing 50mg  or  more  should 
become  Prescription  Only. 

The  changes  would  take  place 
by  the  end  of  the  year.  The  MCA 
has  sent  out  a  consultation  letter 
saying  that  peripheral  neuro- 
pathy can  occur  with  prolonged 
use  (several  months  or  years)  at 
daily  closes  of  50mg  or  more. 

Although  interested  parties 
have  until  August  15  to  comment 
on  the  proposals,  the  Society's 
secretary  and  r  egistrar,  John  Fer- 
guson, says  that  -  although  the 
health  risks  are  low  -  "as  phar- 
macists, our  primary  concern  is 
the  safety  of  the  public  and  that 
is  why  we  are  taking  these  extra 
precautions  straight  away". 

The  Ministry  of  Agriculture, 
Fisheries  and  Food  is  taking  sep- 
arate action  to  limit  to  lOmg  daily 
vitamin  B6  in  dietary  supple- 


ments sold  as  foods  and  is  advis- 
ing that  they  should  cany  a  warn- 
ing against  over-use. 

The  MCA  and  MAFF  have 
based  their  proposals  on  advice 
from  the  Committee  on  Toxicity 
of  Chemicals  in  Food,  Consumer 
Products  and  the  Environment 
(COT),  which  has  reviewed  addi- 
tional information  from  manu- 
facturers and  other  sources  and 
confirmed  its  earlier  recommen- 
dation that  daily  intakes  should 
not  exceed  lOmg. 

The  symptoms,  which  include 
tingling,  numbness  and  clumsi- 
ness, are  gener  ally  reversible  and 
have  occurred  after  an  average 
35  months  of  treatment  with 
daily  doses  of  50mg  or  more.  The 


Department  of  Health  says  there 
is  little  sound  evidence  to  sup- 
port the  use  of  high  doses  of  vita- 
min B6  in  premenstrual  syn- 
drome. In  isoniazid  neuropathy, 
however,  any  risk  is  outweighed 
by  the  benefits. 

Maurice  Hanssen,  director  of 
the  Council  for  Responsible 
Nutrition,  says  that  COT's  con- 
clusions ar  e  "inappropriate  toxi- 
cology" and  based  on  outdated 
research.  He  has  presented  the 
MCA  with  "masses  of  evidence" 
showing  that  vitamin  B6  is  safe  at 
up  to  200mg  daily. 

The  CRN  is  recommending 
that  members  continue  to  sell 
supplements  containing  up  to 
this  level,  and  is  soon  to  publish 


results  of  an  independent  survey 
of  11,000  women  who  have  taken 
regular  high  doses  of  the  vitamin. 

Seven  Seas  said  this  week  that 
a  new  vitamin  B6  product  con- 
taining the  recommended  daily 
intake  of  lOmg  will  be  intro- 
duced in  the  near  future.  The 
Seven  Seas  Super  Vitamin  B6 
(40mg)  should  be  sold  from 
behind  the  counter. 

Roche  Consumer  Health  com- 
ments that  the  theoretical  possi- 
bility of  nerve  damage  to  the 
extremities  has  been  known  for 
some  time,  but  there  is  no  evi- 
dence t  hat  products  currently  on 
the  market  have  caused  any  such 
effects  and  no  cases  have  been 
reported  to  the  company. 
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Moving  Pharmacy 
Forward  awards 

Pharmacists  front  East  Sussex 
will  be  attending  a  presentatii m 
evening  on  Wednesday  to  mark 
the  first  anniversary  of  the  'Mov- 
ing Pharmacy  Forward'  scheme. 

Certificates  will  be  presented 
in  the  69  outlets,  representing 
hall'  the  community  phat  macies 
in  East.  Sussex,  Brighton  .V  Hove 
I  leal!  h  A ul  Ik  irity,  w  hich  have  suc- 
cessfully completed  the  first  year 
of  the  programme.  Three  special 
awards  will  be  made  to  pharma- 
cists considered  to  have  made  the 
greatest  innovation. 

The  voluntary  scheme  was 
drawn  up  by  the  HA  and  the  local 
pharmaceutical  committee.  Phar- 
macists have  to  demonstrate 
commitment  to  improving  intra- 
and  inlcr-prot'essional  communi- 
cation, as  well  as  with  customers, 
show  commitment  to  maintaining 
pharmacy  premises,  provide  ser 
vices  to  meet  customer  expecta- 
tion and  need,  and  provide  appn  i- 
priate  information  and  advice  on 
healthcare. 

Extensively  revised  criteria  foi 
participation  in  the  MIT'  scheme 
for  1997-08  will  be  announced  on 
the  presentation  evening.  Past 
president  of  the  Royal  Pharma- 
ceutical Society  Ann  Lew  is  has 
also  been  un  ited  to  speak. 

Any  pharmacist  wishing  to 
attend  the  event  at  the  Boship 
Farm  Hotel,  Lower  Dicker,  near 
Hailsham,  East  Sussex,  on. Inly  16 
at  7.30pm  should  contact  phar- 
maceutical adviser  Jason  Hall  on 
01273  403651. 


Palliative  care  on-call  system 
established  in  South  Essex 


South  Essex  community  pharma 
cists  have  sei  up  an  out  of  hours 
oi i  call  syst em  which  | in ivides 
basic  palliative  care  cover. 

Working  in  co-operation  with 
Basildon  and  Thuirork  MIS 
Trust,  30  pharmacists  across  the 
health  authority  have  agreed  to 
keep  a  minimum  supply  of  pallia 
tive  care  medicines  in  case  ol 
urgent  night-time  call-outs 
Besides  receiving  'urgent'  and 
out  of  hours  dispensing  fees,  the 
participants  have  received  an  ini 
tial  payment,  with  the  possibility 
of  a  subsequent  payment  al  the 
end  ol  the  financial  year. 

South  Essex  Local  Pharmaceu- 


tical Committee  chairman 
Bharat  Patel  has  de\  elo]  ied  the 
initiative,  w  hu  h  was  put  forward 
as  part  of  the  South  Essex  I  LA's 
pharmacj  developmenl  plan  It 
began  i  m  July  I 

Rathet  than  relying  on  the 
police  io  ci intact  phat  ma<  ,\  key 

In  ill  lei  s  al  I  he  I  ei|llesl  ol  a  pal  lent 

iii  the  event  of  an  urgent  pre 
scription,  doctors  or  other 
healthcare  professionals  will 
contact  the  South  Essex  Ambu 

lance  Service.  SEAS  will  not 
accept  calls  from  the  public  foi 
phai niacist  call-i mis. 

SEAS  will  check  thai  the  pre 
scription    is    marked  'urgent' 


before  contacting  a  local  phar 
macist.  If.  within  two  hours, 
SEAS  has  not  heard  from  the 
pharmacist  thai  the  prescription 
has  been  collected  oi  delivered,  a 
second  pharmacist  will  be  con 

lacled  .Hid  I  lie  pi  iliee  alerted 

Due  to  the  high  <  ■<  >sl  i  >l  some  of 
the  palliative  care  medicines, 
Basildon  and  Thurrock  MIS 
Trust  will  supplj  individual 
ampoules  to  the  pharmacies  and 
is  pre]  larecl  to  exchange  them  six 
months  before  expiry.  Trust 
pharmacist  Miall  James  says  that 

Systems  are  III  place  tO  ensure 

thai  the  medicines  are  stored 
appropriately  in  the  community. 


New  revised  pay 
offer  sent  to  PSNC 

The  Pharmaceutical  Services 
Negotiating  Committee  has 
received  a  revised  pay  offer  from 
I  he  I  lepartmenl  of  Health.  1  low 
ever,  PSNC  was  unable  to  leveal 
any  details  of  the  offer  before 
C&D  went  to  press. 

PSNC  genera]  secretary 
Stephen  Axon  said  that  the  offet 
"w  ill  be  among  the  matters  to  be 
raised  in  a  meeting  with  the 
[health!  minister  on  July  15". 


Pharmacy  standards 
tribunal  approved 


The  Royal  Pharmaceutical  Soci- 
ety is  to  go  ahead  with  a  phar- 
macy standards  tribunal  despite 
some  Council  members  wanting 
to  wait  until  the  Pharmacy  Act 
1954  is  amended.  The  proposed 
new  byelaw,  establishing  the  tri- 
bunal, is  to  be  submitted  to  the 
Privy  Council  for  approval. 

The  Company  Chemists  Asso- 
ciation wants  to  incorporate  the 
tribunal  into  the  overall  review  i  if 
the  Pharmacy  Act.  while  the 
National  Pharmaceutical  Associ- 
ation would  prefer  Council  to  go 
ahead  as  soon  as  possible,  bear- 
ing in  mind  that  the  tribunal  was 
first  mooted  in  1993. 

The  Society's  secretary,  John 
Ferguson,  told  Council  last  week 
that  it  would  be  at  least  12  to  18 
months  before  a  Bill  could 
amend  the  disciplinary  pans  of 
the  Pharmacy  Act,  while  the  tri- 
bunal could  take  at  least  five  to 


six  months  to  establish  via  the 
Privy  Council 

Alan  Nathan,  David  Sharpe, 
Linda  Stone  and  Andrew  Bun 
urged  Council  to  press  ahead. 
But  Gordon  Appelbe  thought  it 
was  more  sensible  to  wait 
another  year,  as  reviews  of  Coun- 
cil procedures  and  the  discipli- 
nary process  were  still  undei 
way. 

Marshall  Davies  thought  the 
tribunal  was  flawed  and  sug- 
gested that  it  should  be  consid- 
ered alongside  the  review  of  the 
Statutory  Committee's  activities. 
Hemant  Patel  w  as  fundamentally 
opposed  to  the  tribunal.  Council 
was  now  in  danger  of  developing 
a  big  stick  with  which  to  bully 
people  who  did  not  measure  up. 
he  said. 

The  proposal  was  carried,  with 
13  votes  in  favour  and  seven 
against. 


Boots  links  with  nurses  to 
trial  home  care  services 


Boots  the  Chemists  is  to  provide 
a  commercial  home  care  sen  ice 
through  its  pharmacies 

In  a  trial  involving  38  stores  in 
12  areas  acn  iss  the  I  'K,  Boots  has 
linked  up  with  the  British  Nurs- 
ing Association  to  offer  people 
then]  iportunity  to  purchase  addi- 
tional home  care.  Although  the 
BNA  is  able  to  provide  nursing  as 
well  as  social  care,  the  scheme 
will  initially  locus  on  providing 
home  care  such  as  helping  with 
dressing,  preparing  meals  or 
shopping. 

Customers  can  obtain  details 
about  the  Boots/BNA  Personal 
Homecare  scheme  from  a  leaflet 
being  displayed  at  participating 
stores.  A  local  BNA  assessment 
nurse  will  visit  the  customer  to 
determine  the  kind  of  assistance 
required  before  home  care  is 
organised.  Prices  for  services  arc 
the  same  regardless  of  when 
required. 

The  scheme  started  last  month 


and  w ill  continue  as  a  trial  until 
response  to  such  a  service  has 
been  established,  says  Boots' 
spokeswoman  Jams  Churton. 
The  initiative  is  commercial,  bul 
patients  will  also  be  reminded 
that  they  may  obtain  help  from 
the  social  services.  "This  maj 
supplement  that  help,"  she  says 


Health  strategies  Green  Paper  planned 


The  Government  intends  to  p 
lish  a  ( ireen  Paper  this  a 
on  health  strategies  for  England. 

'Our  Healthier  Nation'  will 
build  on  the  Health  ol  the 
Nation'  strategy,  but  concentrate 
more  on  addressing  health 
inequalities.  Sir  Donald  Acheson. 
the  former  chief  medical  officer 
for  England,  will  help  the  I  lepart- 
menl of  Health  and  the  ( iffice  of 
National  Statistics  to  review  the 
latest  available  information  on 
inequalities  in  health  and  life 


expectancy.  Sir  Donald  will  also 
conduct  an  independent  review, 
identifying  priority  areas  for 
future  policies. 

Tessa  Jowell.  minister  for  pub- 
lic health,  said  on  Monday  thai 
healthy  schools  and  workplaces 
would  be  key  targets  for  the  new 
health  strategy.  When  the  Green 
Paper  is  published,  Ms  Jowell 
will  go  'on  the  road'  as  part  of  a 
major  consultation.  A  White 
Paper  next  summer  would  take 
account  of  the  views  heard 
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C&D  INTERVIEW 


Peter  Curphey,  the  new 
president  of  the  Royal 
Pharmaceutical  Society, 
tells  Adrienne  de  Mont 
of  his  hopes  and  plans 
for  pharmacy  during  his 
term  of  office 

Peter  Curphey  starts  his 
year  as  the  Society's  presi- 
dent on  a  wave  of  opti- 
mism. "Great  things  are 
due  for  this  profession 
and  I  may  be  fortunate  enough  to 
be  here  when  they  come  to 
fruition,"  he  says.  "We  are  now 
saying  all  the  right  things  at  a 
time  when  the  right  people  are 
listening.  Pharmacy  is  the 
flavour  of  the  month.  " 

So  what  makes  him  think  the 
world  is  about  to  sit  up  and  take 
notice,  when  governments  have 
previously  offered  eulogies 
rather  than  cash? 

"We  haven't  yet  made  a  case 
the  Government  cannot  resist," 
he  says.  "This  is  not  a  criticism  of 
the  Pharmaceutical  Services 
Negotiating  Committee.  It's  just 
that  the  Government  needs  a 
case  that  it  decides  to  believe  in. 
It  is  not  a  question  of  how  good 
the  case  is  but  whether  it  is  polit- 
ically the  right  time  to  do  some- 
thing about  it.  Pharmacy's  time 
has  come  because  of  pressures 
on  costs  and  because  the  Gov- 
ernment is  looking  for  new 
approaches.  I  think  we  can  pro- 
vide some  of  the  answers." 

Inevitably,  the  interests  of  con- 
tractors do  not  always  coincide 
with  those  of  other  pharmacists. 
But  he  believes  it  is  crucial  for 
pharmacy  organisations  to  avoid 
disagreements  at  a  time  when 
the  profession  is  making  such 
great  advances. 

Any  hints  of  conflict  between 
the  Society  and  PSNC  are  in  the 
past.  "There  was  never  any  doubt 
PSNC  should  lead  negotiations 
on  remuneration,"  he  insists.  The 
'New  Horizon'  document  merely 
intended  the  Society  to  take  a 
lead  in  pressing  for  changes  to  a 
system  which  gave  no  incentive 
for  more  professional  input  into 
medicines  management. 

"Council  has  a  legitimate  inter- 
est in  the  way  professional  ser- 
vices are  remunerated  because 
it's  how  most  of  the  membership 
earns  a  living." 

So  what  new  models  of  remu- 
neration would  he  favour  -  and 
what  are  the  chances  of  contrac- 
tors being  better  off  as  a  result? 
"The  problem  is  that  a  fixed 


amount  of  money  is  shared 
between  contractors  mostly  on  a 
per  prescription  basis.  This 
amount  is  unlikely  to  get  bigger 
and,  if  it  is  to  be  used  for  all  the 
other  things  that  pharmacy  can 
deliver,  there  will  inevitably  be  a 
reduced  dispensing  fee.  Contrac- 
tors rightly  say  that  that  would 
be  grossly  unfair,  because  the 
amount  per  script  is  already  so 
small.  So  we  have  to  use  our 
ingenuity,  not  to  ask  for  new 
money  but  to  find  money  that  is 
being  used  ineffectively  and  sug- 
gest ways  of  using  it  more  appro- 
priately. This  is  a  delicate  issue 
for  the  Government  because  it 
probably  means  taking  money 
that  is  currently  paid  to  someone 
else.  Or  we  could 
look  at  sharing 
some  of  the  sav- 
ings that  pharma- 
cists could  make 
so  that  we  get 
some  of  the 
money  and  the 
Government  gets 
the  rest. 

"There  are  in- 
teresting models 
in  other  coun- 
tries. New  Zea- 
land has  started 
experiments  on 
care  plan  financ- 
ing, in  which 
pharmacists  con- 
tract, for  an 
annual  fee,  to  provide  medicines 
to  a  patient  and  carry  out  domi- 
ciliary visits  and  medication 
reviews.  If  the  fee  is  right  and  the 
visits  and  reviews  save  money,  it 
finances  the  annual  fee  in  a  bet- 
ter way  than  relying  on  the 
amount  of  medicines  you  give, 
which  offers  no  incentive  to 
improve  patient  care." 

If,  as  has  been  shown  in  New 
Zealand,  28-day  prescribing  and 
pharmacist  intervention  can 
save  10  per  cent  of  the  drags  bill, 
in  the  UK  that  would  mean  some 
S500  million  for  pharmacists  to 
share  with  the  Government. 

"I'm  not  saying  that  that's 
Council's  view  or  that  we  will 
take  it  to  the  Government,  it's 
just  one  suggestion.  We  don't 
claim  to  have  a  monopoly  on 
ideas.  It's  important  that  every- 
one with  an  idea  of  how  to  make 
progress  gets  together  to  talk 
about  it,  so  if  a  new  model  is 
introduced,  it  will  be  one  we 
have  all  bought  into.  Council's 
job  is  about  defining  standards 
for  professional  activity,  which 
PSNC  can  then  cost  and  take  to 
the  Government. 


The  only  real 
guarantee  of 
anyone's 
competence  is  to 
assess  it  in  some 
way- which  wil 
be  controversia 
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A  flying  start  in  the  pursuit  of  political  power 

Peter  Curphey  qualified  from  London  School  of  Pharmacy  in  1967.  He 
took  an  early  interest  in  pharmacy  politics,  being  president  of  the 
'Square'  students'  union  in  1966-67  and  president  of  the  British 
Pharmaceutical  Students'  Association  the  following  year. 

Born  and  bred  in  Hull,  he  moved  back  there  to  work  for  Boots.  In 
1984,  he  bought  a  pharmacy  on  the  Isle  of  Man,  home  of  his  father's 
family.  After  five  years,  Macarthy's  made  him  an  offer  he  couldn't 
refuse,  so  he  sold  the  business  and  did  locums. 

During  this  period,  he  served  his  first  term  on  the  Council  (1989-92), 
but,  as  a  locum,  his  earnings  suffered  drastically. 

"This  is  something  Council  is  looking  into,"  he  says.  "If  you  are  a 
proprietor,  the  Society  pays  £62  a  day  towards  locum  expenses  while 
you  are  on  Council  business,  but  locums  get  nothing.  It's  also  difficult 
for  employees.  If  your  employer  is  happy  to  give  you  paid  leave,  it's 
fine,  but  otherwise  you  have  to  use  holidays  or  take  time  off  unpaid. 

"I  think  we're  going  to  have  to  pay  all  Council  members  a  realistic 
contribution  for  their  time.  We  must  find  a  way  to  encourage 
employees,  as  they  represent  most  of  the  profession.  We  must  be 
careful  not  to  go  back  to  a  situation  where  Council  is  a  rich  man's 
club.  It's  got  to  be  a  hands-on  group  of  working  pharmacists." 

Fouryears  ago,  he  opened  a  new  pharmacy  on  the  Isle  of  Man, 
building  it  up  from  scratch.  Life  became  even  more  frenetic  in  1994 
when  he  was  re-elected  to  Council. 

"It's  a  small  rural  pharmacy  which  gives  me  enormous  satisfaction, 
because  I  know  all  the  patients  individually  and  can  practically  keep 
their  patient  medication  records  in  my  head!" 

He  is  circumspect  about  whether  it  is  better  being  a  proprietor  or  an 
employee.  "I  think  there  are  great  satisfactions  in  both,  but  my 
personal  view  is  that  the  pressures  on  proprietors  are  overwhelmingly 
financial,  whereas  those  on  employees  are  more  professional.  Clearly, 
pressures  on  professional  standards  of  behaviour  are  more  important, 
but,  I  wonder,  does  a  proprietor  cope  properly  if  he  is  under  financial 
pressures?  Who  am  I  to  say  which  of  these  is  the  more  important?  My 
major  concern  at  the  moment  is  that  the  profession  grows  and 
develops.  We  will  leave  it  to  the  negotiating  bodies  to  ensure  that, 
financially,  something  is  done  about  the  systems." 


"We  also  need  to  lake  into 
account  rational  distribution  and 
the  possibility  of  pharmacies 
closing,  merging  and  relocating, 
so  that  each  mill  provides  phar- 
maceutical care  of  such  a  high 

standard  that  the  (ioven  'iii  is 

happy  to  fund  it.  1  do  nol  believe 
the  Government's  ears  are  closed 
lo  ways  of  compensating  those 
who  grasp  the  nettle  and  relin- 
quish a  contract.  The  hard  fact  is 
that  if  we  really  want  to  drive 
partnerships  such  as  GPs  enjoy, 
rather  than  single-handed,  iso- 
lated low-profit  businesses,  then 
we  cannot  expect  the  Depart- 
ment of  Health  to  fund  il  entirely 
on  its  own.  Contractors  may 
have  to  offer  seed  <  :<  irn!" 

New  opportunity 

He  finds  it  interesting  that  I  he  Gov- 
ernment is  considering  'health 
action  zones'  which  will  look  after 
the  total  health  and  welfare  needs 
of,  say,  1.5  million  people. 

"That's  quite  exciting,  because 
it's  a  chance  for  pharmacists  to 
tap  into  other  budgets,  such  as 
social  services.  Because  they  are 
well  distributed,  pharmacies 
would  be  obvious  places  to 
ensure  patients  have  access  to 
social  services,  as  well  as  health- 
care. This  would  also  help  local 
understanding  of  how  pharma- 
cies should  be  distributed,  we 
could  make  the  case  that  pharma- 
ceutical care  standards  will  not 
be  ideal  if  there  are  too  many  in 
one  place  and  too  few  in  another." 

His  policy  for  the  coming  year 
is  predetermined  by  the  'New 
Age'  strategy,  which  will  be  up- 
dated in  September  at  the  British 
Pharmaceutical  Conference. 

"Before  the  'New  Age',  presi- 
dents had  to  dream  up  a  theme 
for  the  year,  as  Council  was 
never  very  good  at  thinking 
strategically!  My  immediate  aim 
is  to  ensure  that  the  strategy  is 
inspirational  enough  to  get  the 
critical  mass  of  pharmacists 
behind  it.  We're  not  trying  to 
change  the  profession  totally,  but 
we  need  to  build  on  the  strengl  hs 
of  its  leading  edge  practitioners 
and  continue  with  the  encourag- 
ing alliances  we  are  forging  with 
other  professions." 

In  practical  terms,  something 
that  might  be  achievable  within 
the  next  12  months  is  a  national 
roll-out  of  repeat  dispensing,  as 
it  becomes  accepted  that  the 
right  way  to  treat  patients  with 
medicines  is  to  offei  profes 
sional  intervention  at  regular 
intervals. 

"That  would  be  a  significant 
move  forward,  but  it's  got  to  be 
part  of  a  grand  plan,  not  just 
picking  out  the  most  interesting 
pails  of  a  strategy,"  he  says. 

At  the  start  of  his  Council 
career,  Peter  Curphey  attracted 
attention  with  his  campaign  for  a 
Community  Pharmacy  Group. 
He  still  thinks  the  Group  has  an 


important  part  to  play  in  advising 
the  Council. 

The  CPG  committee  recently 
announced  a  survey  of  prescrip- 
tion patients'  views  about  the 
service  they  get  from  pharma- 
cies. This  is  intended  to  give  the 
'New  Age'  working  group  more 
information  about  pharmacists' 
activities  and  aspirations,  which 
they  can  bear  in  mind  when  for- 
mulating future  plans. 

The  power  of  IT 

One  role  that  was  slightly  thrust 
upon  Mr  Curphey  was  that  of 
chairman  of  the  Society's  infor- 
mation technology  focus  group. 

"I  insisted  it  was  important  not 
to  have  a  chair  who  was  so  besot- 
ted by  IT  that  he  didn't  have  his 
feet  on  the  ground.  I  then  con- 
fessed that  I  was  a  computer 
idiot  and  was  told  I  bad  just  vol- 
unteered myself! 

"What  I  found  out  is  that  IT  can 
do  everything.  If  it's  that  power- 
ful, we  must  be  absolutely  cer- 
tain of  how  it  can  help  the  pro- 
fession rather  than  get  in  the  way 
of  what  we  are  doing.  The  focus 
group  report  stimulated  us  to 
recruit  an  IT  manager  and  an 
administrator  who  will  take  the 
26  recommendations  forward. 

"What's  worrying  is  that  if  the 
Government  drags  its  feet  on  IT 
because  of  the  cost,  the  vacuum 
will  be  filled  by  a  succession  of 
commercial  organisations  and 
we  may  not  get  the  chance  to  co- 


ordinate  all  the  professions  as 
one  network.  So  I'm  hoping  that 
these  companies  will  beai  in 
mind  the  standards  the  profes- 
sions agreed  a  few  weeks  ago 

"Pharmacists  maj  need  con 
siderable  investment  in  IT  to 
hang  on  to  their  script  business, 
so  that's  another  reason  for  get- 
ting remuneration  soiled  out." 

The  first  (  ouncil  meeting  ovei 
which  he  presided  last  month 
approved  a  new  Code  of  Ethics 
obligation  on  the  use  of  collec- 
tion points  for  dispensed  medi- 
cines. The  obligation  stipulates 
that  dispensed  medicines  should 
normally  be  supplied  directly  to 
the  patient  or  carer  in  the  phar- 
macy, where  the  pharmacist  has 
a  chance  for  face  to  face  contact 
and  access  to  patient  records 
Other  systems  are  acceptable 
only  when  collection  from  the 
pharmacy  or  home  delivery  are 
not  possible. 

Alt  In  nigh  there  are  n<  >  plans  for 
the  Statutory  Committee  to 
rehear  the  complaint  about 
Boots'  collection  and  delivery 
services  in  Durrington  and  Win 
terton.  does  the  new  obligation 
mean  that  Council  is  likely  to 
take  a  tougher  line  in  future? 

"The  Code  of  Ethics  makes  the 
position  quite  clear.  Anyone  in 
breach  of  the  Code  for  any  rea- 
son has  to  be  considered  poten- 
tially to  have  'committed  an  act 
that  could  render  them  liable  to 
be  removed  from  the  Register'. 


But  Council  doesn't  conduct 
witch  hunts,  il  responds  to 
reports  from  inspectors  and 
deals  with  them  through  the 
ethics  and  legal  infringements 
committees." 

( !i  mi  inuing  pr<  >fessi<  mal  (level 
opulent  is  another  important 
item  on  <  !ouncil's agenda,  and  Mr 
Curphey  is  pleased  with  the  New 
Horizon'  document's  support  foi 
(  'PI  I  to  be  mandatory. 

"( >ui  aim  in  the  next  few 
mi  mths  is  to  turn  these  ]  in  j "  isals 
into  something  workable,  ami 
the  postgraduate  education  com 
mittee  is  doing  a  good  job  on  this. 
All  the  professions  will  have  to 
prove  theii  value  to  society  over 
the  next  few  years  and  pharma- 
cists are  no  different  We  should 
be  able  ii  i  say  to  the  Gov  eminent 
and  the  public  that  phai  macists 
are  modern  practitioners  who 
keep  up  li  i  dale.  The  only  way  we 
can  do  that  is  to  impose  some 

li  ii  in  i  if  ci  impulsion." 

Up  for  consultation 

While  not  expecting  am  majoi 
changes  this  year,  he  expects  to 
send  a  plan  out  for  consultation 

"We're  only  just  at  the  stage  of 
finding  i  mi  w  hat's  actually  hap 
pening  in  practice.  We  will  soon 
get  the  results  of  a  survey  into 
pharmacists'  involvement  in  con 
tinning  education,  but  this  does 
not  include  journal  reading  and 
other  ways  of  keeping  up  to  date 

"The  only  real  guarantee  we 
will  have  of  anyone's  compe- 
tence will  be  to  assess  it  in  si  line 
way  -  which  will  no  doubt  be 
very  controversial." 

This  lack  ol  a  requirement  to 
show  evidence  of  being  up  to 
date  is  something  w  hich  amazes 
recently-qualified  pharmacists, 
who  feel  it  does  not  match  then 
hopes  ot  what  the  profession  is 

about,  be  says.  But  he  is  pleased 
that  younger  pharmacists  seem 
to  be  keeping  their  faith  longer 
and  are  not  becoming  disillu- 
sh  ined  as  quickly  as  they  used  to. 

"The  'New  Age'  is  a  toil  to  si  ime 
and  an  inspiration  to  others.  But 
to  younger  pharmacists  it's  just 
good  common  sense  and  is  likely 
to  happen.  W  hat  we  have  h  i  find 
is  a  certainty  among  all  pharma- 
cists that  the  future  will  be  as 
they  wish  it  to  be.  It  will  be  a  lot 
of  hard  work,  not  least  for  the 
Council  and  headquarters  staff." 

When  he  was  British  Pharma- 
ceutical Students'  Association 
president,  it  never  crossed  Ins 
mind  that  one  day  he  would 
become  president  of  the  Society. 

"I  remember.  30  years  ago.  the 
BPSA  being  addressed  by  an 
overweight,  grey-haired,  middle- 
aged  president,  who  I  thought 
was  clearly  out  of  touch  with 
reality."  But  things  have  changed. 
"We  still  have  an  overweight, 
grey-haired,  middle-aged  man  as 
president,  but  I'm  completely  in 
touch  with  reality."  he  jokes. 
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PHARMACIST  PEN  PORTRAIT 


A  lot  of  puff 
for  nothing? 

The  parallel  import  market 
demonstrates  that  achieving 
uniformity  of  trade  across  the 
European  Union  is  not  as 
simple  as  it  seems.  As  time 
passes,  companies  active  in 
this  field  are  becoming  ever- 
more sophisticated  in  their 
marketing  techniques. 

The  whole  system  revolves 
around  price  and 
reimbursement,  with 
community  pharmacists 
attempting  to  achieve,  on 
average,  a  higher  discount 
level  than  that  clawed  back 
from  their  remuneration. 

However,  price  is  not  the 
only  determinant  and  I  am 
also  concerned  that  the 
packaging  of  parallel  imports 
should  be  as  close  to  the  UK 
product  as  is  practicable,  with 
a  dividing  line  of  acceptability 
beyond  which  I  am  not 
prepared  to  cross.  Recently, 
this  problem  has  been 
overcome  by  the  repackaging 
of  Pis  into  generically-labelled 
boxes  with  English  patient 
information  leaflets. 

Now,  I  am  all  in  favour  of 
this  development,  but  there 
still  remains  a  grey  area  of 
concern.  Becloforte  inhalers 
are  considerably  cheaper  on 
the  PI  market  and,  when 
reboxed,  are  perfectly 
acceptable  to  the  consumer. 
However,  they  only  contain 
180  puffs  per  canister  against 
200  in  the  UK  version.  So  part 
of  the  profit  margin  is  linked 
with  this  lesser  quantity. 

It  seems  to  me  that  there  is 
something  not  quite  right 
here.  The  PI  Becloforte  is 
licensed  and  can  be  supplied, 


but  I  am  paid  the  UK  price  for 
a  200-dose  inhaler.  The  180- 
dose  PI  does  not  exist  for 
pricing  so  it  is  only  my 
conscience  that  now  forces 
me  to  use  the  UK  product 
rather  than  the  perfectly 
acceptable  and  highly- 
profitable  PI  pack. 

In-pharmacy 
supervision  of 
methadone 

The  use  of  methadone  as  a 
controlled  alternative  to  illegal 
street  heroin  will  always  be 
controversial,  with  opinions 
varying  from  a  waste  of  NHS 
resources  to  a  genuine 
attempt  at  rehabilitation  to  the 
halfway  stage  of  damage 
limitation. 

In  my  area,  damage 
limitation  seems  to  be  the 
policy  of  choice,  with  daily  or 
weekly  supplies  of  methadone 
prescribed  for  clients 
depending  on  their  situation, 
but  the  grapevine  tells  me  that 
there  is  still  some  leakage 
onto  the  streets. 

Certainly,  if  the  claims  made 
on  last  week's  BBC1 
'Panorama'  programme  are  to 
be  believed,  street  leakage  of 
methadone  in  Blyth, 
Northumberland,  has  reached 
dangerous  and  epidemic 
proportions.  Although  I 
cannot  condone  the 
sensationalist  manner  in 
which  the  programme  was 
presented,  my  experience 
leads  me  to  support  the 
general  truth  of  this  assertion. 

However,  in  Glasgow  it  is 
claimed  the  problem  of  street 
leakage  has  been  overcome 
by  a  contracted  policy  of 
community  pharmacist 
supervised  self- 
administration,  and  that  this 
policy  has  now  been 
recommended  for  adoption  by 


all  the  health  boards  in 
Scotland. 

Drug  addiction  is  a  social 
disease  as  well  as  a  medical 
problem,  but  its  effects  cannot 
be  ignored.  'Panorama'  was 
only  destructive  in  its  criticism 
of  the  Blyth  containment 
programme,  but  the  Glasgow 
scheme  has  been  shown  to 
work,  and  even  if  statistical 
evidence  is  not  yet  universally 
available,  the  subjective  logic 
of  supervised  dosing  is 
irrefutable. 

The  Glasgow  model  may 
have  to  be  varied  to  allow  for 
local  variations,  but  rather 
than  being  Scotland  only,  a 
national  policy  for  supervised 
administration  should  now  be 
adopted  and  implemented 
without  further  delay. 

An  investment 
too  far ,., 

I  am  pleased  the  Oil  of  Ulay 
Colour  Collection  has 
achieved  for  Procter  & 
Gamble  its  best-ever  test 
market  results  in  the  UK,  and 
that  the  company  is  now 
launching  it  nationwide  (C&D 
July  5,  p10).  However,  I  also 
regret  I  will  not  be  party  to  the 
launch  because,  having  been 
offered  the  new  range  with  its 
free  stand  and  £1,400  of  stock, 
I  felt  that  I  would  not  be  able 
to  achieve  a  viable  return. 

I  did  not  make  this  decision 
lightly,  but  my  market  for 
colour  cosmetics  is  not  what  it 
used  to  be,  and  when  I  see 
that  P&G  is  talking  about 
pharmacy,  drugstore  and 
grocery  distribution,  that 
opinion  is  obviously  not 
unique  to  myself! 

In  my  pharmacy,  Rimmel 
and  Max  Factor  still  hang  on, 
but  in  today's  hard-nosed 
economic  climate  another 
speculative  investment  of 
£1,400,  however  well 
supported  with  advertising, 
can  no  longer  be  for  me. 


Walter  Scott  McConnell 

•  Qualified  A  third-generation 
pharmacist,  he  qualified  from  the 
Royal  College  of  Science  and 
Technology  ( now  Strathclyde 
University)  in  1957.  He  did  his 
preregist  ration  year  at  Ayrshire 
Central  Hospital,  Irvine,  in  1958. 

•  Career  Began  with  three 
years'  army  national  service  in 
the  Royal  Army  Medical  Corps 
from  1959-61.  The  following  year, 
he  became  a  partner  in  the  family 
firm,  RW  McConnell  &  Son,  and 
continues  there  to  this  day.  The 
business  has  four  community 
pharmacies  in  Hurlford,  Galston, 
Newmilns  and  Darvel. 

In  1964,  he  became  a  director  of 
Ayrshire  Pharmaceuticals,  a 
pharmacy  wholesale  and  retail 
group,  but  retired  when  the  com- 
pany was  taken  over  by  Lloyds 
Chemists  in  May,  1992. 

•  Projects  Walter  is  involved  in 
a  scheme  to  improve  prescribing 
efficacy  and  patient  compliance 
locally  through  improved  phar- 
macy and  GP  co-operation.  The 
scheme's  proposals  are  being  put 
to  the  health  board  in  the  near 
future. 

•  Committees  Mr  McConnell  is 
a  member  of  the  Scottish  Phar- 
maceutical General  Council  and 
its  standing  committee,  chairman 
of  the  Advisoiy  Committee  for 
Prisoner  Management  advising 
Scottish  prisons,  a  member  of  the 
panel  of  fellows  of  the  Royal 
Pharmaceutical  Society,  and  a 
vice  chairman  of  the  Ayrshire  & 
Arran  Community  Health  Care 
NHS  Trust. 

•  Interests  He  enjoys  golf,  curl- 
ing, boating  and  travelling.  He  is 
married  with  three  daughters, 
one  of  whom  is  a  pharmacist,  and 
a  son. 

O  Outlook  on  life  "Be  active, 
be  positive." 

•  Pharmacy  philosophy  "Com- 
munity pharmacy  is  at  a  cross- 
roads. I  am  optimistic  about  the 
future,  but  this  must  be  shaped  by 
the  participation  of  young  phar- 
macists. The  signs  are  promising 
for  the  development  of  new  inter- 
professional services,  but  we 
must  be  involved  in  initiating 
these." 
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UniChem 


This  way  to  protect 
your  customers 


With  as  many  as  two  million  house  dust  mites 
sharing  a  bed  with  your  customers  each  night,  it's  no 
wonder  there  are  so  many  allergy  sufferers.  These  mites 
are  now  recognised  as  a  primary  trigger  of  allergies  such 
as  asthma,  eczema  and  rhinitis. 

Trust  UniChem  to  have  the  answer.  Our  Anti-Allergenic 
bedding  provides  a  complete  and  effective  barrier  against 
house  dust  mites,  as  well  as  being  comfortable,  machine 
washable  and  excellent  value  for  money. 

There's  an  anti-allergenic  pillow  and  pillow  protector, 
and  protectors  for  single  and  double  mattresses  and 
duvets.  We  also  have  a  bedwetting  protector  for  cot 
mattresses.  The  range  is  backed  with  display  boards 
and  consumer  leaflets  to  help  get  the  message  across. 

If  you're  not  a  UniChem 
customer,  call  us  on 
0171  371  0404  -  and  we'll 
show  you  lots  of  other 
great  ways  to  put  more 
profits  to  bed. 

UniChem 


UniChem  PLC,  UniChem  House,  Cox  Lane,  Chessington,  Surrey  KT9  1SN. 


Hypoglycaemia  alert 

The  MCA  has  written  to  doctors 
asking  them  to  look  out  for  hypo- 
glycaemia among  patients  using 
protease  inhibitors  (indinavir, 
nelfinavir,  ritonavir  and 
saquinavir)  and  to  report  any 
findings  using  the  ADR  system. 
Medicines  Control  Agency.  Tel: 
0171  273  0228. 

"s 

Provera  5mg  and  100mg  (medr- 
oxyprogesterone acetate)  are 
now  available  in  100-tablet  packs 
(NHS  price  £12.90  and  £25.90 
respectively).  Cystrin  3mg 
(oxybutynin)  has  been  repacked 
into  56-tablet  packs  (£9.15). 
Pharmacia  &  Upjohn.  Tel.  01908 
661101 

Thrombosis  booklet 

Leo  Pharmaceuticals,  which 
produces  the  once-daily  low 
molecular  weight  heparin 
Innohep,  has  published  a 
consumer  booklet  on  deep  vein 
thrombosis,  together  with  tear-off 
information  sheets  (pads  of  50). 
The  booklet  was  written  to  meet 
the  demand  for  information  in  the 
community.  Copies  are  available 
free  from  the  sales  force  or  from: 
Leo  Laboratories.  Tel:  01844  347333. 

New  products  for  Goldshield 

Goldshield  Pharmaceuticals  has 
taken  over  the  marketing  of 
Amsidine  injection  75mg/1.5ml 
and  Pitressin  ampoules  20iu/ml  x 
1ml  from  Parke-Davis.  Distriphar 
will  be  distributing  the  products. 
Distriphar  (UK).  Tel:  01895  837779. 

Generic  temazepam 

Lagap  has  introduced  temazepam 
10mg  (500,  NHS  price  £16.47)  and 
20mg  tablets  (250,  £13.98). 

Lagap  Pharmaceuticals.  Tel: 
01420  478301. 

Clotam  Rapid  for 
acute  migraine 

Clotam  Rapid  is  a  new  tablet  for- 
mulation of  tolfenamic  acid  for 
the  fast  relief  of  acute  migraine. 

Clotam  Rapid  (ten  tablets,  NHS 
price  £15)  works  faster  than  the 
existing  capsules.  The  adult  dose  is 
one  200mg  tablet  to  be  taken  when 
symptoms  first  appear.  The  dose 
can  be  repeated  once  after  one  to 
two  hours  if  a  response  is  seen.  The 
daily  maximum  is  two  tablets. 
Thames  Laboratories.  Tel:  01978 
661351. 


Edronax  improves  social  function 


Edronax  (reboxetine)  is  the  first 
in  a  new  class  of  antidepressants 
which  is  associated  with  im- 
proved social  function  in  addi- 
tion to  mood  elevation. 

Reboxetine  is  a  selective  nora- 
drenaline re-uptake  inhibitor 
(NARI),  and  works  by  elevating 
mood  and  improving  arousal, 
anxiety  and  somatic  symptoms. 

It  is  indicated  for  acute 
episodes  of  depression,  as  well 
as  preventing  the  recurrence  of 
symptoms  in  long-term  therapy. 
Reboxetine  is  at  least  as  effective 
as  the  standard  tricyclic  antide- 
pressants, and  is  superior  to  flu- 
oxetine in  severe  depression 
treated  in  the  community. 

The  drug  has  been  shown  to 
improve  social  adaptation  during 
remission  of  acute  depression. 
Using  the  new  'social  adaptation 
self-evaluation  scale',  reboxetine 
was  assessed  on  aspects  of  work, 
spare  time  and  family  activities. 

Compared  to  placebo,  reboxe- 
tine scored  on  20  out  of  21  crite- 
ria. Fluoxetine  scored  on  nine 
out  of  21,  indicating  differences 
in  the  role  of  noradrenaline  and 
serotonin  in  social  adaptability. 

Another  advantage  of  the  new 


class  antidepressant  is  its  selec- 
tivity for  noradrenaline  recep- 
tors, which  means  less  is  seen  of 
the  cardiovascular,  anticholiner- 
gic and  sedative  side-effects  tra- 
ditionally linked  with  tricyclics. 

Reboxetine  has  negligible  sed- 
ative effects  and  does  not  poten- 
tiate the  effects  of  alcohol  on 
cognitive  function. 
Dose:  4mg  twice  a  day,  which 
may  be  increased  to  a  maximum 
lOmg  daily  if  needed  after  three 
to  four  weeks.  In  the  elderly,  the 
initial  dose  is  2mg  twice  a  day, 
which  can  be  increased  to  a  max- 
imum of  6mg  daily  after  three 
weeks. 

Precautions:  renal  and  hepatic 
impairment,  convulsive  disor- 
ders, bipolar  patients,  suicidal 
tendencies,  urinary  retention 
and  glaucoma,  plus  orthostatic 
hypotension  in  higher  doses. 
Interactions:  with  dipyrida- 
mole, propranolol,  alprenolol, 
methadone,  local  anaesthetics 
such  as  lidocaine,  imipramine 
and  chlopromazine. 

Concomitant  use  with  other 
antidepressants  has  not  been 
evaluated  and  should  be  avoided. 
Care  should  be  taken  with  anti- 


4mg 


V 


hypertensives  and  potassium- 
depleting  diuretics. 
Side-effects:  dry  mouth,  consti- 
pation, increased  perspiration, 
headache,  insomnia,  nausea, 
dizziness  and  tachycardia.  Side- 
effects  appeared  early,  were  mild 
to  moderate  and  diminished  with 
time. 

Overdose:   symptoms  include 
postural   hypotension,  anxiety 
and  hypertension. 
Presentations:  60  x  4mg  tab- 
lets, NHS  price  £19.80. 

The  drug  is  being  launched  to 
hospital  doctors  initially,  and 
GPs  at  end  of  the  summer. 
Pharmacia  &  Upjohn.  Tel:  01908 
661101. 


Rhinomer  spray  for  gentle  nasal  lavage 


Rhinomer  is  a  new  isotonic  sea- 
water  spray  for  nasal  lavage  from 
Novartis  which  promises  speed- 
ier recovery  from  nasal  opera- 
tions and  less  mucosal  irritation. 

Rhinomer  uses  undiluted  ster- 
ilised seawater,  with  its  full  com- 
plement of  salts  and  trace  ele- 
ments, including  sodium  chlo- 
ride, magnesium  and  potassium. 
This  avoids  the  sinus-like  pain 
associated  with  hypertonic  or 
hypotonic  nasal  solutions. 

The  lavage  is  buffered  to  pH8.2 
for  optimum  cilia  movements. 
Too  high  or  too  low  a  pH  is 
thought  to  slow,  or  even  stop, 
natural  cilia  action.  This  pre- 
vents the  removal  of  offending 
particles  from  the  mucosa  and 


leads  to  secondary  respiratory 
infections  and  ear  problems. 

Rhinomer  is  available  in  three 
pressure  force  flasks,  each 
designed  for  a  specific  purpose. 
Rhinomer  Baby  (Force  1)  is  suit- 
able for  babies  between  15  days 
and  two  years  of  age  for  conges- 
tion and  colds. 

Rhinomer  Medium  (Force  2)  is 
for  adults  and  children  over  two 
with  acute  infectious  rhinitis, 
allergic  seasonal  and  perennial 
rhinitis,  rhinopharyngitis,  sinusi- 
tis and  cleaning  the  nose  after 
ENT  operations. 

Rhinomer  Strong  (Force  3)  is 
suitable  for  adults  and  children 
over  six  for  pre-operative  and 
post-operative  lavage,  sinusitis 
bb  and  occupational 
rhinopathy  such  as 
that  experienced  by 
joiners  and  bakers. 

Rhinomer  should 
be  sprayed  once  or 
twice  into  each 
nostril  up  to  four 
times  a  day.  At  the 
usual  dose,  Rhi- 
nomer Medium  and 
Strong  can  last  up 


to  14  days,  Baby  Rhinomer  will 
last  longer.  Each  spray  retails  at 
£5.60  through  pharmacies.  They 
are  not  available  on  the  NHS. 
Novartis  Consumer  Health.  Tel: 
01403  210211. 

Evorel  transdermal  range 
extended  by  two  additions 

Janssen-Cilag  has  extended  its 
Evorel  transdermal  oestradiol 
range  with  Evorel  Sequi  and 
Evorel  Conti. 

Evorel  Conti  (NHS  price 
£12.90)  comprises  eight  patches 
combining  3.2mg  oestradiol 
hemihydrate  with  11.2mg  nore- 
thisterone.  Evorel  Sequi  (£11) 
consists  of  four  patches  of 
Evorel  50  (3.2mg  of  oestradiol) 
and  four  patches  of  Evorel  Conti. 

Evorel  is  indicated  for  the 
management  of  postmenopausal 
symptoms.  The  patches  should 
be  applied  twice  weekly  as  pre- 
scribed by  a  general  practitioner. 
With  Evorel  Sequi,  the  four 
Evorel  50  patches  should  be  fol- 
lowed by  the  four  Evorel  Conti 
patches. 

Janssen-Cilag.  Tel:  01494  567567. 
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Pharmacists 
of  Great  Britain 
join  the 

campaign  for 

Safe 
Socks 


Driclor 


Dual  Action 
Powder 

«  mnw.-NTtvnw.M: 


Help  is  at  hand  for  the  nation's  sweaty  feet.  It's  new  Driclor  Powder,  the 
latest  addition  to  the  Driclor  clinical  antiperspirant  range.  Thanks  to  a 
clever  micro  cellulose  formula,  Driclor  Powder  absorbs  sweat  and  cuts  off 
the  cause  of  odour  without  the  usual  powder  problem  of  caking.  And  as 
if  that  wasn't  enough,  it  also  helps  to  prevent  athletes  foot. 


Presentation:  Powder  Active  Ingredients:  Aldioxa  0.22%  w/w.  Chloroxylenol  BPC  0.5%  w/w.  and  broken  skin,  avoid  inhalation.There  are  no  restrictions  on  the  use  of  Dnclor  during  pregnane/ 

Uses:  Dnclor  Powder  is  especially  suitable  for  the  feet  It  absorbs  excess  moisture,  has  antifungal  or  lactation.  Avoid  contact  with  clothing  and  polished  metal  surfaces  Product  Licence  Number: 

and  antibacterial  properties,  and  soothes  inflammation  in  other  skin  fold  areas.  Dosage  and  01 74/50 1  SR.  Pack  size  and  Retail  Selling  price:  50g  pack  £3.79.  Legal 

administration:  Dry  and  apply  over  feet  and  other  affected  skin  fold  areas.  Use  on  children  under  category:  P  Date  of  preparation:  Apnl  1 997.  Stiefe!  Laborator  IS  5TIEFEL 

supervision.  Stone  in  a  cool  dry  place.  Contraindications,  warnings  etc:  Avoid  contact  with  eyes  Ltd.  Holtspur  Lane.  Woobum  Green,  High  Wycombe,  Bucks.  HP  1 0  OAU. 


nly  as  old  as  you  feel 


Seven  Seas  is 
targeting  the 
growing  senior 
supplement  market 
with  its  new  Action 
Plan  50+  range  of 
multinutrient 
capsules. 

The  Action  Plan 
50+  General  Health 
Formula 
supplement 
contains  35 
ingredients  to 
optimise  good 
health,  while 
Action  Plan  50+  Energy 
Formula  has  been 
formulated  for  those 
needing  an  energy  boost 


\  ACTION 
rLAN^ 

M  U  LT  I  N  U  T  K  1  I  SIS 


ACTh 
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The  company  is 
supporting  the  launch 
with  a  £750,000 
campaign.  National 


press  advertising 
will  appear  in  the 
dailies  and  third 
!  age  publications. 
)(J4  \  An  extensive 
;:  N  v   |  sampling 

I  programme  is  also 
planned. 

An  information 
leaflet  and 
consumer  booklet 
have  been 
produced,  with 
contributions  from 
celebrities  like 
Diana  Moran  and 
Claire  Raynor. 
Seven  Seas  Healthcare 
Ltd. 

Tel:  01482  375234. 


AOS:  an  antioxidant  supplement  with  grapeseed  OPC 


Chlorella  Products  has 
introduced  A03,  an 
antioxidant  supplement. 

It  contains  grapeseed 
OPC  (oligomeric 
proanthocyanidins), 
which  has  similar 
antioxidant  properties  to 
vitamins  E  and  C,  with 


up  to  20  times  the 
potency  of  the  latter,  it  is 
claimed. 

Other  ingredients  are 
pollen,  propolis  extract 
and  slippery  elm  bark. 

Retail  price  is  £19.98 
for  110  capsules. 
•  New,  too,  from  the 


TCP  bites  back  with  sales  campaign 


Pfizer  Consumer 
Healthcare  is  backing  its 
TCP  first  aid  products 
with  a  5200,000  sales 
promotion  this  summer. 

The  campaign  is 
designed  to  highlight  the 
versatility  of  the  range. 

Colourful  point  of  sale 
material  for  independent 
pharmacies  features  the 
'TCP  It!'  campaign  with 
four  lively  insects. 

Counter  display  units 
are  available  for  TCP 
Liquid  Antiseptic,  TCP 
First  Aid  Cream  and  TCP 
Ointment.  Customers  are 
encouraged  to  ask  for  a 


free  children's  bug  badge 
featuring  a  bee,  wasp  or 
mosquito. 

Participating 
pharmacies  can  enter  a 
window  display 
competition  and  will  be 
given  a  disposable 
camera  to  photograph 
their  display. 

Pharmacy  assistants 
who  forward  a 
photograph  of  their  final 
display  will  automatically 
win  a  bottle  of 
champagne. 
Pfizer  Consumer 
Healthcare. 
Tel:  01 420  84801. 


same  company  is  the  'N' 
Bar  -  a  snack  or  meal 
replacement  which 
contains  nutrients  from 
ginseng,  chlorella,  grape- 
seed extract,  propolis 
and  ginger  (£0.99). 
Chlorella  Products  Ltd. 
01793  791111. 

Single-dose  folic 
acid  and  vitamins 

Healthilife  has 
relaunched  its  folic  acid 
supplement  in  a  single- 
dose  capsule. 

It  has  been  formulated 
to  provide  the  full  RDA  of 
400mcg  in  one  capsule.  It 
also  contains  added  iron, 
and  vitamins  C  and  B12. 

A  90-capsule  tub  is 
priced  £2.99.  Healthilife  is 
offer  ing  a  case  of  six  tubs 
at  £10.18. 
Healthilife  Ltd. 
Tel:  01274  595021. 


A  matter  of  taste  for  Macleans 


Smithkline  Beecham  has 
introduced  a  new  look 
for  Macleans  Sensitive. 

The  new  design 
focuses  on  'great  taste'  in 
an  attempt  to  address 
consumer  concerns  that 
sensitive  toothpastes  do 
not  deliver  on  taste. 

The  company's 
research  shows  that  taste 


is  one  of  the  most 
common  reasons  for  a 
specific  purchase. 

The  relaunch  will  be 
followed  by  a  direct 
marketing  campaign 
aimed  at  sensitive  teeth 
sufferers. 

Smithkline  Beecham 
Consumer  Healthcare. 
Tel:  0181  560  5151. 


Seven  Seas  gets  to  the  heart  of  things 


Seven  Seas  is  launching  a 
new  one  a  day 
supplement  on  a  heart 
health  maintenance 
platform. 

Vitamin  E  Plus  Fish 
Oil,  Garlic  &  Lecithin 
claims  to  'help  maintain  a 
healthy  heart'.  It  contains 
134mg  vitamin  E. 

The  vitamin  E  sector  is 
worth  £9.3  million  and  is 
one  of  the  fastest- 
growing  in  the  VMS 
market.  This  growth  is 
fuelled  by  evidence 
linking  the  vitamin  with 
reduced  heart  disease. 

A  recent  study  by  the 
University  of  Cambridge 
and  Papworth  Hospital 
concluded  that  vitamin  E 
reduces  the  risk  of  heart 
attacks  by  75  per  cent. 

Research  also  shows 
that  a  dietary  supplement 
of  fish  oils  helps  to 
maintain  a  healthy  heart, 
while  garlic  may  help  to 


maintain  the  heart  and 
circulation.  Lecithin  is  a 
natural  emulsifier  of  fats. 

The  product  is  being 
supported  by  consumer 
sampling  and  in-store 
promotional  material. 
Retail  price  is  £5.99  for 
60  capsules. 
Seven  Seas  Ltd. 
Tel:  01 482  375234. 


Aquafresh  earns  its  stripes 


Smithkline  Beecham  has 
repackaged  Aquafresh 
toothpaste. 

Triple-striped 
protection  remains  the 
key  message,  with  a  bold 
three-striped  graphic 
replacing  the  Aquafresh 
'wave'  on  the  pack  front. 

The  new  look  is 
carried  across  the  range, 
including  the 
bicarbonate  and 


whitening  variants.  The 
pack  redesign  of 
Aquafresh  Whitening 
coincides  with  the 
addition  of  a  red  third 
st  ripe  to  the  product . 

AS1.2  million  TV 
campaign  to  maximise 
the  brand's  positioning 
will  break  on  July  21. 
Smithkline  Beecham 
Consumer  Healthcare. 
Tel:  0181  560  5151. 
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Anthisan 

PLUS 


Anthisan 

PLUS 

PLUS 

ANAESTHETIC  ACTION 
FOR  EFFECTIVE 
ST1NC,  RELIEF 


m 


PLUS 

ANAESTHETIC  ACTION 
FOR  EF 
STING 


Anthisan 


r  Anthisan 

PLUS 

mepyramine/benzocaine 
FAST,  ANAESTHETIC  STING  RELIEF 


ntial  Information.  Anthisan  Plus  Sting  Relief  Spray.  Presentation:  metered  dose  spray  containing  mepyramine  maleate  2%w/w  and  benzocaine  2%w/w.  Indications:  Symptoi 

f  in  insect  bites  and  stings,  jellyfish  and  nettle  stings.  Dosage:  Adults,  elderly  and  children  over  3  years.  Pressing  the  nozzle  once  delivers  a  single  metered  dose.  Tv/o  to  three  metered  doses  to 
prayed  onto  the  site  of  the  bite  or  sting,  two  or  three  times  a  day  for  up  to  three  days.  Early  application  is  essential  to  obtain  optimum  response.  Contraindications:  Hypersensitivity  to  any 
e  ingredients,  eczemous  conditions.  Not  to  be  used  on  extensively  broken  skin  or  near  eyes  or  mouth  Warnings:  Repeated  applications  for  longer  than  a  few  days  are  not  recommended 
treatment  should  be  discontinued  immediately  if  skin  sensitisation  occurs.  Spray  should  not  be  applied  near  naked  flames.  Effects  on  ability  to  drive  and  use  machines:  none  when  used  as 
rnmended.  Pregnancy  and  lactation:  should  not  be  used  unless  considered  essential  by  a  physician.  Side  effects:  hypersensitivity  reactions.  Product  licence  no.  PL12 

Rhone-Poulenc  Rorer,  Kings  Hill,  West  Mailing,  Kent,  ME19  4AH.  Legal  category  P.  P.SP  60  dose  £3.49. 

180  dose  £4.49.  Prepared  April  1997.TM  -  ANTHISAN  ;s  a  Trademark. 


Sleepia  Product  Information 

Presentation:  blue  liquid-filled  capsules  containing  Diphenhydramine  Hydrochloride  Ph.Eur.50mg.  Dosage  and  Administration:  one  softgel  capsule  20  minutes  before 
bedtime.  Not  recommended  for  children  under  16  years  of  age.  Uses:  Sleepia  is  a  non  habit  forming  night-time  sleep  aid  for  relief  of  temporary  sleep  disturbance.  Contra-indications: 
Hypersensitivity  to  any  ingredients  in  the  product,  or  ro  other  antihistamines.  Warnings  and  Precautions:  A  doctor  should  be  consulted  if  sleep 
disturbance  continues  more  than  10  days.  Sleepia  is  not  recommended  during  pregnancy  or  lactation.  Use  with  caution  where  closed  angle  glaucoma,  urinary  retention,  asthma, 
prostatic  hypertrophy,  pyloric  obstruction  and  achalasia  of  the  cardia  exist.  Sleepia  should  not  be  taken  concomitantly  with  monoamine  oxidase  inhibitors.  Sleepia  may  suppress  positive  skin  rest 
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Sleepia1    is  a  new  liquid  filled  gel  capsule  that  helps  restore  a  natural  sleep  pattern.  And 
produces  a  dynamic  sales  pattern. 

Gelcaps  have  been  responsible  for  driving  American  sleep  aid  sales.  And  by  far  the  biggest 
selling  sleepaid  gelcap  in  the  States  is  Pfizers. 

Now  this  American  brand  leader  is  available  in  the  UK  as  Sleepia. 

It  contains  that  tried  and  trusted  ingredient,  diphenhydramine  hydrochloride.  And,  as  a 
gelcap,  is  easy  and  pleasant  to  take. 

Were  backing  Sleepia  with  a  1.2  million  comprehensive  support  package  that  includes  an 
eye-catching  £1.5  million  nationwide  TV  campaign. 

They're  no  longer  sleepless  in  Seattle.  Now,  with  Sleepia,  your  customers  need  no  longer 
be  sleepless  in  Surbiton,  Swansea  or  Sunderland. 


Contains  Diphenhydramine 


csults    mi    should    not    be  taken 


ho 


urs  before 


the 


treatment  with  Sleepia  is  likely  to  increase  the  level  ot  drowsiness,  and  may  reduce  the 
biliry  to  drive  and  use  machines.  Side  Effects:  Drowsiness,  dizziness,  weakness  and  dry  mouth,  also  less  frequently  taintness.  nervousness,  headache,  blurred  vision,  nausea  and 
;astrointestinal  effects  such  as  constipation  or  gastro-oesophageal  reflux.  Pharmaceutical  Precautions:   Store  below  ^  t    in  .1  dry  place  and  ^ 

protect  from  light    Legal  Category:  P.  Package  Quantity  and  Cost  Price:  S  capsules:  £1.<T9  (PL  01  Kid  mil  s    Marketing  Authorisation        (uf^fb  Consumer  Healthcare 

..older  Ph/er  Consumer  Healthcare,  Wilsom  Road.  Alton,  Hants  GU3h  -TJ.  Telephone:  0U20  S4SOI.  Hate  of  preparation  March  I  «)•)". 


UUUMtKPUlMS 


'utur-e  joins  Plenitude  stable 


L'Oreal  is  adding  another 
product  to  its  Plenitude 
range. 

Futur-e  is  aimed  at 
women  in  their  late  20s 
and  30s,  says  L'Oreal. 
Research  suggests  that 
women  in  this  age  group 
want  products  that  are 
easy  and  quick  to  use, 
yet  protect  the  future  of 
their  skin. 

Plenitude  Futur-e 
contains  the  antioxidant 
vitamin  E  encased  in 
L'Oreal's  patented 
nanosome  technology  to 
deliver  it  deep  into  the 
epidermis.  The  product 
is  a  light,  non-greasy 
moisturiser,  which 
claims  to  leave  skin 
smoother  and  more 
supple,  and  decrease 
wrinkles  and  fine  lines. 

It  will  be  in-store  from 


._ 


LC: 


September.  A  SI. 5 
million,  six-week  TV 
campaign  breaks  mid- 
month  at  the  same  time 
as  a  three-month, 
£500,000  press  push. 
Further  advertising  is 
planned  for  the  first 
quarter  of  1998. 


Futur-e  comes  in  three 
presentations:  a  40ml 
cream  tube  (£5.49),  a 
50ml  cream  pot  (£6.49) 
and  a  50ml  fluid  pump 
(£6.49). 
L'Oreal. 

Tel:  0171  937  5454. 


Insignia  promotion  predicts  a  flurry  of  snow  in  August 


Following  its  purchase  of 
Insignia,  Dana  will  be 
running  a  'Snow  in 
August'  promotion  for 
independents  during 
August,  September  and 
October. 

With  every  purchase  of 
an  Insignia  parcel, 
retailers  will  receive  a 


merchandiser  cont  aining 
a  selection  of  the  brand's 
best-sellers  with  'one- 
third  off  flashes. 

Each  parcel  also 
contains  a  pack  of 
promotional  'snap'  cards 
in  the  form  of  plaster 
casts  which  are  broken 
to  reveal  whether  t  he 


French  trio  gets  on  the  right  scent 


Parfums  Gilles  Cantuel  is 
introducing  three  new 
French  fragrances  in  the 
UK  this  summer. 

The  collection 
comprises  Creature  and 
Folie  de  Creature  for 
women,  plus  Alamo  for 
men. 

Creature  was  awarded 
first  prize  at  the  Cannes 
perfume  festival.  It  is  a 
heavy,  warm  scent  with 
notes  of  jasmine,  rose 
carnations  and 
cinnamon. 

Folie  de  Creature  is  a 
lighter,  daytime  scent 
wit  h  notes  of  lily  of  the 
valley  and  violet.  Both 


are  presented  in  elegant 
frosted  flasks. 

Available  in  aftershave 
and  eau  de  toilette, 
Alamo  has  the  freshness 
of  lemon  and  bergamot, 
plus  the  warm  and 
woody  notes  of  cedar 
and  sandalwood. 

As  an  introductory  UK 
deal,  a  free  tester  will  be 
provided  wit  h  every  case 
of  six  fragrances 
ordered.  A  range  of  point 
of  sale  material  is 
available. 

Retail  prices  start  at 
£12.99  for  50ml. 
Parfums  Gilles  Cantuel. 
Tel:  01202  780558. 


purchaser  has  won  a 
prize.  First  prize  is  a  six- 
person  snowboarding 
holiday. 

Retailers  have  the 
opportunity  to  win  one 
of  two  luxury  weekend 
breaks  in  a  prize  draw. 
Dana  UK  Ltd. 
lei  0181  607  6500 


Sunfilter  display 


Keyline  Brands  has 
introduced  a  new  display 
unit  for  the  Reimann  P20 
Sunfilter. 

The  unit  is  designed  to 
hold  six  x  100ml  packs 
and  comes  wit  h 
informative  consumer 
leaflets  about  the 
sunfilter. 

The  product  is 
designed  to  give  high 
protection  ( SPF  20 ) 
against  UVB  rays,  but  still 
let  through  some  UVA  to 
allow  tanning.  It  is  non- 
greasy  and  fragrance- 
free.  Retail  price  for 
100ml  is  £11.25. 
Keyline  Brands  Ltd. 
Tel:  0181  893  5333. 


Almay's  solution  for  taking  time  off 


Almay  Time-Off 
Revitalizer  Daily  Solution 
will  be  available  in  the 
UK  from  September  3. 

Launched  in  the  US  in 
April,  it  was  developed 
over  many  years  at 
Revlon's  research  centre. 

The  hypo-aUergenic 
formulation  is  a 
combination  of  salicylic- 
acid  and  Almay's  Gentle 
Glucose  Complex. 

The  product  claims  to 
deliver  visible  results 
within  one  to  eight 
weeks,  encouraging  a 
less  lined  and  more  even- 
toned  skin  by  improving 
surface  cell  removal.  Rsp 
is  £15.95  for  20ml. 

From  September  3-30, 
each  purchase  will  come 
with  a  free  SPF  15  Time- 


Off  Moisture  Lotion  ( 

£9.95). 

Revlon  International 
Corporation. 
Tel:  0171  629  7400. 


rsp 


Colour  Endure  tackles  foundations 


L'Oreal  is  extending  its 
Colour  Endure  stay-on 
make-up  with  a  range  of 
five  foundations  to  be 
available  in-store  from 
September. 

Further  additions  to  the 
range  are  planned  for 
November. 

The  foundations  use  the 
same  non-transfer 
technology  in  the 
company's  stay-on 
lipcolour.  A  flexible 
polymer  holds  colour 
pigment  in  place  once  the 
volatile  silicone  carrier 
has  evaporated. 

The  foundation  comes 
in  33ml  frosted  glass 


bottles  priced  at  £8.49. 
There  are  four  beige 
shades  -  golden,  blush, 
nude  and  sand  -  plus  soft 
ivory.  Limited  edition 
trial-size  miniatures 
(9.7ml,  £3.99)  will  be 
available  when  the  range 
is  launched  towards  the 
end  of  August  and  will 
remain  available  until  the 
end  of  the  year. 

A  £1  million,  four-week 
television  campaign  is 
scheduled  to  kick-off  on 
September  15,  backed  by 
a  two-month  press 
promotion  worth  £500,000. 
L'Oreal. 

Tel:  0171  937  5454. 


ON  TV  NEXT  WEEK 


Bazuka:  C,  CAR 


Clairol  Herbal  Essences:  All  areas 


Clarityn  Allergy:  C,  GMTV 


Colgate  Sensation  toothpaste:  All  areas 
Dettol  Antiseptic  Pain  Relief  Spray:  All  areas 
Feldene  P  Gel:  All  areas 


First  Response:  ITV 


Jungle  Formula:  C,  A,  M,  LWT,  CAR,  C4,  Sat 
Listerine:  C,  A,  M,  LWT,  CAR,  C4,  Sat 


Pantene:  All  areas  except  GMTV 


Regaine:  C,  C4,  LWT 


Wella  Experience:  C4 


Wilkinson  Sword  FX  Performer:  All  areas  

A  Anglia,  B  Border,  C  Central,  C4  Channel  4,  C5  Channel  5, 
CAR  Carlton,  CTV  Channel  Islands,  G  Granada, 
GMTV  Breakfast  Television,  GTV  Grampian,  HTV  Wales  & 
West,  LWT  London  Weekend,  M  Meridian,  Sat  Satellite, 
STV  Scotland  (central),  TT  Tyne  Tees,  U  Ulster, 
W  Westcountry,  Y  Yorkshire 
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BE  PREPARED 
FOR  PALE, 
TREMBLING, 
IRRITABLE, 
STUMBLING, 
RED-EYED, 
INCOHERENT 
CUSTOMERS 


IkaSeltzer^ 


R  THAT  MORNING  AFTER 
1C 


Launched  this  week  and  backed  by  a  £2  million  spend  on  national  TV  and  Radio,  Alka  Seltzer 


COUNTERPOINTS 


Returning  to  traditional  values 


Cow  &  Gate  is 
relaunching  its  packet 
meals  range  and 
focusing  on  traditional 
family  favourites. 

According  to  a 
Gallup  survey, 
nearly  three- 
quarters  of 
people  serve  a 
Sunday  roast  and 
other  traditional 
meals  regularly. 

The  company's 
latest  recipes  are 
designed  to 
reflect  these 
eating  patterns.  The 
range  aims  to  make 
weaning  onto  family 
foods  easier  by  offering 
tastes  babies  will 
recognise. 


New  varieties  include 
Roast  Pork  with  Apple, 
Sage  &  Turkey 
Casserole,  Apple 


Crumble  and  Traditional 
Rice  Pudding.  Retail 
prices  are  SI. 79  for  125g. 

The  range  contains  no 
artificial  flavours, 
thickeners  (eg  modified 


starch),  artificial  colours 
or  added  preservatives. 

Bright  new  packs 
feature  age  flashes,  meal 
descriptions  and 
the  traditional 
recipe  tick  list. 
Packaging  for 
the  entire  range, 
from  Pure  Baby 
Rice  to  Four 
and  Seven 
Month  varieties, 
is  now  uniform 
to  improve 
brand  identity 
on-shelf. 
The  relaunch  is  being 
supported  with 
nationwide  advertising 
and  promotional  activity. 
Cow  &  Gate  Nutricia  Ltd. 
Tel:  01225  768381. 


Makeover  top  prize  in  Sebamed's  pharmacy  promotion 


LRC  Products  is  running 
a  Sebamed  promotion  for 
independent  pharmacies. 

The  consumer 
competition  is  supported 
by  point  of  sale  posters 
and  in-store  leaflets. 
Customers  can  enter  by 
answering  the  questions 
on  the  leaflets. 


The  winner  will  visit 
Chester  for  a  makeover, 
and  the  results  will  be 
professionally 
photographed.  The  prize 
also  includes  SI 00 
spending  money. 

One  hundred  second 
prize  winners  will 
receive  a  travel  bag  filled 


with  Sebamed  products 
and  50  runners  up  will 
receive  a  facial 
exfoliation  brush. 

Entries  must  be  sent 
with  a  bar  code  from  any 
Sebamed  skin  care,  hair 
care  or  shower  product. 
LRC  Products  Ltd. 
Tel:  01992  451111. 


Brush  stroke 

Ceuta  Healthcare  has 
teamed  up  with  Dentox  to 
launch  Brushtox  disin- 
fecting and  decontam- 
inating spray  for  reducing 
bacteria  on  toothbrushes 
(100ml  spray  £3.29). 
Ceuta  Healthcare. 
Tel:  01202  780558. 

Bonus  deal 

Pharmacists  can  obtain  a 
large  floor  display  stand 
free  when  ordering  12 
pairs  of  Orthaheel 


orthotic  innersoles,  plus 
two  bonus  pairs  of  the 
product,  a  header  card 
and  50  consumer 
brochures. 
Milas  Healthcare. 
Tel:  01 705  246500. 

Smaller  pack 

The  24-pack  of  Buscopan 
10mg  tablets  has  been 
discontinued  and 
replaced  by  a  20.  The  pack 
retains  its  P  status  and  the 
trade  price  is  £2.17. 
Windsor  Healthcare  Ltd. 
Tel:  01344  484448. 


NUK  makes  a  stand  for  the  babes 


A  new  display  stand  is 
available  for  the  chemist 
only  range  of  NUK 
feeding  products. 

The  free  stand  aims  to 
help  pharmacies  show 
off  to  their  best  effect  the 
company's  anti-colic 
teats,  silicone  teats, 
orthodontic  soothers, 
brightly-coloured  bottles 
and  training  cups. 

A  small  counter-top 
stand  with  six  hanging 
pegs  is  also  available. 

The  point  of  sale 
material  includes  useful 
consumer  leaflets. 
MM  Distributors  Ltd. 
Tel:  01438  351341. 


BACK  PAIN 

fSf  TABLETS 

PARACETAMOL  SB  DIHYDROCODEINE 


PARAMOL 


POWERFUL  PAIN  RELIEF  YOU  CAN  CONFIDENTLY 
RECOMMEND  FOR  MIGRAINE,  BACK  PAIN,  PERIOD  PAIN, 
DENTAL  PAIN,  HEADACHE  AND  FEVER. 


Abbreviated  Product  Information.  Presentation:  White  tablet  engraved  PARAMOL  containing  500mg  Paracetamol  BP  and  746mg  Oihvdrocodeine  Tartrate  BP  Indications:  For  the  trealment  of  mild  to  moderate 

pain.  Including  headache,  migraine,  feverish  conditions,  period  pains,  toothache  and  other  dental  pain,  backache  and  other  muscular  pain  and  also  as  an  anti-pyretic  Legal       ju^  %&.w\ 

Category:  P  Product  Licence  Holder:  Solon  Products  Ltd,  Oldham  PARAMOL  is  a  Registered  Trade  Mark.  Further  information  is  available  on  request  from  the  Licence  Holder.  mam  Healthcare  Group  pic 


CHEMIST  &  DRUGGIST  12  JULY  1997 


Advertisement  feature 
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Is  your  man 
as  good 
as  Gold? 


So  give  him  Gold,  by  Yardley.  The  100  per 
cent  proof  that  he  stands  head  and  shoul- 
ders above  other  men. 

It's  not  a  flash  fragrance  for  a  medallion 
man.  You  know  the  kind.  He  knows  the 
price  of  everything  and  the  value  of  nothing. 

Yardley  Gold  is  for  someone  with  deeper 
values.  To  him  less  is  more. 

He  knows  how  to  make  a  statement  with- 
out shouting.  He'll  appreciate  the  simple 
lines  of  the  ingot-like  box.  He'll  like  the  min- 
imalist bottle  because  it  makes  maximum 
impact  in  his  uncluttered  life.  He'll  find  that 
it  contains  a  fragrance  that  reflects  his  per- 
sonality, even  his  moods. 


J"  TY 


A  heart  of  gold  with  intriguing  complexi- 
ties beneath  a  controlled  surface.  First 
comes  enjoyment,  of  life's  good  things. 
Mouthwatering  top  notes  of  lemon,  lime, 
nutmeg,  juniper  berry,  basil,  rosemary  and 
bergamot.  The  middle  notes  are  a  complex 
chord  of  lavender,  geranium,  jasmine, 
patchouli  and  cedarwood.  Beneath,  you 


find  a  solid  foundation  of  sandalwood, 
musk,  amber  -  rounded  off  with  a  smooth 
kiss  of  honey. 

Since  the  dawn  of  time.  ( iold  has  signified 
power  and  status.  Emperors  and  con- 
querors have  worn  it  to  attract  good  fortune 
and  to  ward  off  evil  spirits.  Not  every  man  is 
as  good  as  Gold.  If  he's  one,  he  is  worth  his 
weight  in  it. 

Aftershave  Splash  50ml  £6.95 
Aftershave  Splash  100ml  £8.95 
Pre-Electric  Shave  50ml  £5.95 
Deodorising  Body  Spray  150ml  £2.95 
Deodorising  Talc  100g£2.95 

YARDLEY 

LONDON 


They  gain 


"I've  got  my  confidence  back 
since  my  pharmacist 
advised  me  to  try  Regaine." 


Presentation:  Clear,  colourless  to  light  yellow  liquid  for  topical  application,  containing 
minoxidil  20mg/ml.  Uses:  Treatment  of  alopecia  androgenetica,  slowing  of  hair  loss  in  patients 
with  diagnosed  male  pattern  baldness.  Dosage  and  administration:  Apply  1ml  Regaine 
topical  solution  twice  daily  to  the  centre  of  affected  area  of  the  scalp.  The  total  daily  dose 
should  not  exceed  2ml. The  method  of  application  varies  according  to  the  disposable  applicator 
used.  In  all  cases  the  hair  and  scalp  should  be  thoroughly  dry,  and  the  solution  allowed  to  dry 
without  the  use  of  a  hair  dryer.  Twice  daily  application  for  four  months  or  more  may  be  required 


before  evidence  of  hair  growth  stimulation  can  be  expected.  Onset  and  degree  may  be 
variable.  Relapse  to  pre-treatment  appearance  following  discontinuation  of  medication  has 
been  anecdotally  reported  to  occur  within  3-4  months.  Patients  should  discontinue  treatment 
if  there  is  no  improvement  after  one  year.  Contra-indications:  Hypersensitivity  to  any  of  the 
components  of  the  preparation.  Warnings:  Regaine  is  for  external  use  only.  Use  only  as 
directed.  Do  not  apply  to  the  areas  of  the  body  other  than  the  scalp.  Use  of  Regaine  results  in 
slight  absorption  (an  average  of  1.4%  of  the  applied  topical  dose)  of  minoxidil  from  the  skin 


Hair  loss  affects  40%  of  the  population.  So  recommend  Regaine,  the  only 
product  medically  proven  to  restrict  common  hereditary  hairloss. 

In  consumer  surveys  of  over  7,000  men,  80%  said  they  noticed  the  difference. 
And,  after  12  months'  continuous  use,  tests  indicate 
40%  experienced  regrowth. 

With  a  seven  year  prescription  heritage  and  a  multi- 
million  pound  TV  campaign  many  hairloss  sufferers 
will  be  asking  you  for  advice. 

Regaine 's  use  is  continuous,  so  this  is  a  valuable  area  of 
business  growth  exclusive  to  pharmacists. 


Make  sure  you  don't 
lose  out. 


Resaine 

contains  minoxidil 


CONTACT  YOUR  PHARMACIA  &  UPJOHN  REPRESENTATIVE  FOR  MORE  INFORMATION  OR  RING 
THE  PHARMACIA  &  UPJOHN  TELESALES  TEAM  ON  0800  801  454 


nd  the  potential  for  systemic  effects  should  be  considered.  The  most  frequently  reported 
dverse  effects  have  been  minor  dermatological  reactions.  Precautions:  Patients  with 
ypertension  should  be  monitored  closely  when  treated  with  Regaine.  Regaine  contains  an 
Icoholic  base  which  will  cause  burning  and  irritation  to  the  eye.  Safety  and  effectiveness  of 
legaine  in  patients  under  18  or  over  65  has  not  been  established.  As  for  other  preparations, 
oncomitant  damage  of  the  skin  may  lead  to  increased  absorption  of  minoxidil.  Regaine 
hould  not  be  used  during  pregnancy  or  lactation.  Regaine  should  not  be  used  in  coniunction 


with  other  topical  agents.  Legal  Category:  P  Package  quantities:  Bottles  of  60ml  with  one 
or  more  of  the  following  disposable  applicators:  pump  spray,  extended  tip,  or  rub-on 
assemblies  Product  Licence  number:  PL0032/0136  Holder 
of  Product  Licence:  Pharmacia  and  Upiohn  Limited,  Davy 
Avenue,  Milton  Keynes,  MK5  8PH,  UK.  Date  of  Preparation: 
March  1997  Pricing  Information:  £24.95  retail  price  (£21.23 
excluding  vat). 


Pharmacia 
&  Upjohn 


inglink 


Mhn  U]fBn  called  dp  Bicssoess  Unk  is  rat  Beg  [ha  on  to 
help  when  his  OTC  sales  were  at  a  standstill  and  he 
risked  total  dependence  on  the  NHS.  Adrienne  de 
Mont  went  to  his  suburban  pharmacy  in  Northfield 


▼t  took  a  complete  outsider  to 
I  tell  John  Ryan  what  was  best 
I  for  his  pharmacy.  A  barrage 
I  of  searching  questions  -  even 
^Lthe  apparently  obvious  'How 
do  people  get  into  your  shop?'  - 
helped  John  to  see  the  service  he 
offered   in   a   new   light  and 
enabled  him  to  capitalise  on  its 
benefits. 

He  and  three  other  directors 
bought  the  company,  Royston 
Hall,  in  1990.  Its  catchment  area 
is  far  from  affluent  and  about  95 
per  cent  of  patients  are  exempt 
from  prescription  charges. 
Although  the  pharmacy  is  not  on 
Northfield's  main  shopping 
street,  it  has  the  advantage  of 
being  near  a  busy  surgery.  But 


competition  is  fierce.  There  are 
five  pharmacies,  including  a 
large  Boots,  within  400  yards. 

The  business  had  a  90:10  split 
between  NHS  and  OTC  sales,  so 
soon  after  buying  it  John 
installed  a  dispensary  manage- 
ment system  to  "concentrate  on 
what  we  did  best". 

Three  years  later  the  reces- 
sion, competition  from  Boots 
and  supermarket  price-cutting 
had  brought  OTC  business  to  a 
standstill. 

"The  counter  trade  was  not 
increasing  in  line  with  everything 
else.  We  knew  we  had  strengths 
in  our  staff  and  service  levels, 
but  there  were  a  lot  of  potential 
customers  out  there  who  didn't 


know  about  us,"  he  says.  He 
decided  to  join  Vantage,  taking 
the  complete  Super-Vantage 
package  and  carrying  out  a  refur- 
bishment. This  had  an  immediate 
impact. 

"Just  by  remerchandising  and 
making  the  shop  brighter,  we 
started  attracting  younger  peo- 
ple. Previously,  our  strong  points 
had  been  pensioners  and  young 
mothers,"  he  says. 

Making  the  Link 

Then,  out  of  the  blue,  came  a 
phone  call  from  Business  Link 
Birmingham,  asking  John  if  he 
would  like  to  make  more  money. 
The  catch  was  that  he  had  to 
spend  more  money  first  in  order 
to  do  so,  but  he  agreed  to  an  ini- 
tial business  review.  After  a  close 
scrutiny  of  the  accounts,  the 
Business  Link  consultant  judged 
that  Royston  Hall  was  financially 
sound  and  worthy  of  support, 
and  could  benefit  from  a  market- 
ing package. 

A  wide  range  of  options  was 
available,  with  Business  Link 
funding  half  the  cost.  So  John 
signed  on  for  20  days'  profes- 
sional advice  on  how  to  develop 
the  pharmacy's  strengths, 
revamp  its  image  and  run  promo- 
tions to  attract  a  wider  customer 
base. 

"The  consultant  decided  that 
our  over-riding  problem  was  the 
NHS,  as  we're  well  and  truly  tied 
to  it.  Although  dispensing  is  our 
major  strength,  it's  also  our 
major  weakness.  At  the  same 
time,  he  felt  we  could  do  much 
more  with  retailing." 

The  consultant  looked  at  the 
pharmacy's  main  objectives, 
potential  growth  areas  and  suit- 
able markets  for  promotion.  He 
established  three  main  goals  -  to 
grow  the  business  as  a  whole,  to 
reduce  dependence  on  the  NHS 
and  to  develop  related  health 
markets  where  viable. 

First  steps  to  success 

The  first  step  was  to  create  a  cor- 
porate image.  Business  Link 
thought  it  best  to  capitalise  on 
the  heritage  of  Royston  Hall,  a 
name  which  was  well  estab- 
lished in  the  area  as  the  phar- 
macy had  served  the  local  com- 
munity for  over  20  years.  A 
designer  produced  a  blue  and  sil- 
ver logo,  underlined  in  orange, 
set  against  a  clean  white  back- 
ground. The  design  appears  on 


the  shop  fascia,  stationery  and 
promotional  material. 

The  Business  Link  consultant 
then  tried  to  find  reasons  why 
customers  should  use  John's 
pharmacy  in  preference  to  any 
other. 

"He  looked  at  what  my  com- 
petitors were  doing,  then  asked 
me  what  was  special  about  Roy- 
ston Hall.  He  kept  asking  ques- 
tions such  as  'How  do  people  get 
into  your  shop?  How  long  does  it 
take  to  dispense  a  prescription?' 
When  I  said  they  just  drop  in  and 
most  prescriptions  take  less  than 
15  minutes,  he  replied,  'That's 
brilliant!  So  it's  a  walk-in  phar- 
macy!' He  was  amazed  how 
much  stock  we  held  in  the  dis- 
pensary and  the  speed  with 
which  we  could  obtain  medi- 
cines from  the  wholesalers.  So 
he  recommended  we  hang  a 
large  sign  in  the  window,  saying 
'Walk-in  prescription  service  -  90 
per  cent  of  prescriptions  sup- 
plied in  15  minutes'.  He  also 
wanted  to  say  what  a  wonderful 
dispenser  I  was,  but  I  had  to 
draw  the  line  at  that! 

"You  and  I,  as  pharmacists, 
don't  think  a  walk-in  service  is 
anything  special  -  how  else  do 
pharmacies  operate?  But  a  lot  of 
people  might  need  to  be  told 
where  and  how  they  can  get  pre- 
scriptions dispensed.  When  they 
go  past  our  window,  they  know 
exactly  what  kind  of  a  shop  it  is. 

"It  was  amazing  how  analytical 
the  Business  Link  guys  were. 
They  asked  in-depth  questions 
about  everything.  It  is  quite 
unsettling,  by  comparison,  to  see 
how  casual  pharmacy's  attitude 
to  business  is.  But  the  consul- 
tants have  what  pharmacists 
lack  -  the  time  to  sit  down  and 
plan  everything  in  meticulous 
detail. 

"The  great  thing  about  talking 
to  them  is  that  what  we  regard  as 


John  Ryan  registered  as  a 
pharmacist  in  1979  after 
graduating  from  Manchester 
University  and  a  preregistration 
year  with  a  small  Midlands' 
multiple.  He  did  locums  for 
several  years,  then  managed  a 
pharmacy  in  Birmingham  before 
buying  Royston  Hall. 
His  pharmacist  wife,  Lesley, 
manages  the  pharmacy  in  a  local 
private  hospital  and  they  have 
two  children 
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humdrum  and  normal,  they  think 
is  different.  What  to  us  is  a  stan- 
dard, everyday  service,  to  them  is 
a  unique  selling  point.  We're  too 
close  to  the  coalface  to  realise." 

This,  he  believes,  is  precisely 
what  Boots  is  doing  in  its  own 
advertising. 

"Boots  is  spending  millions 
telling  the  public  il  is  doing  what 
other  pharmacies  have  been 
doing  all  along.  What  choice  do 
we  have  but  to  do  the  same?" 

The  large  nolice  in  I  he  v\  indow 
also  lisls  other  services  the  phar- 
macy offers,  such  as  prescript  ii  m 
collection,  oxygen  delivery,  dis- 
ability aids,  ostomy  and  inconti 
nence  supplies 

Wider  message 

The  next  step  was  to  look  at  ways 
of  communicating  with  a  wider 
audience.  Television  was  way  out 
of  reach,  radio  was  also  too 
expensive  and  no  local  newspa- 
pers targeted  the  outlet's  catch- 
ment area.  John  had  previously 
tried  press  advertising  without 
much  success. 

The  best  option  seemed  to  be  a 
leaflet  drop,  for  which  the  con- 
sultant did  a  survey  of  postal 
codes  on  prescription  forms  to 
find  out  where  most  customers 
lived.  He  then  arranged  for  a 
local  newspaper  to  deliver 
leaflets  to  the  target  area,  telling 
consumers  about  the  pharmacy's 
special  promotions 

John  ran  four  promotions  last 
year,  timed  to  run  at  six  -  to  eight- 
week  intervals,  with  a  10,000 
leaflet   drop   in   the   first  lour 


weeks  of  each.  The  firsl  offered 
special  prices  on  Vantage  food 
supplements,  as  vitamins  and 
minerals  was  ;i  market  which 
Business  Link  had  identified  as 
showing  major  growth.  Anothei 
promotion  offered  up  to  20  per 
cent  off  films  and  processing, 
w  hile  a  top  ten  savers  deal  cul 
prices  by  up  to  30  pei  cent.  A 
fourth  promotion  was  in  the  run- 
up to  (  In  isi  mas. 

Business  Link  laid  down  strict 
timetables  foi  printing  and  pho 
tography,  and  hassled  everyone 

to  stick  to  then  deadlines. 

The  promotions  increased 
developing  and  printing  sales  bj 
10  per  cent,  nappy  sales  doubled 
and  some  toiletry  items  trebled. 
Not  everything  did  well,  bul  I  tusi 
ness  Link  stepped  in  again  and 
i tied  to  find  i tut  w hy  to  avi ml 
repeating  the  mistake  in  future 
promotions. 

While  he  has  seen  an  improve- 
ment m  c(  iimter  sales,  he  canm  it 
tell  yet  whethei  Ins  new 
approach  has  helped  ethical  busi 
ness  because  his  latest  prescrip- 
tion figures  are  not  directly  com- 
parable with  recenl  years;  they 
are  distorted  by  some  local  prac- 
tices g< iing  fundholding and  tight- 
ening their  drug  budgets. 

So  would  he  recommend  Busi- 
ness Link  to  othei  pharmacists'.' 
He  feels  he  was  lucky  in  the  cali- 
bre of  consultant  assigned  loins 
business.  There  was  no  way  of 
telling,  at  the  start,  whether  it 
would  be  worth  the  money.  But, 
so  far,  he  is  not  sorry  he  took  the 
risk. 


Pat*"t  Medication  Records 

•  Oxygen  Delivery  Service 

•  Nebulisers  -  for  breathing  dif8cultic 

•  Medicines 

•  Disability  Aids 

.  Colostomy  &  Incontinence  Supplies 
.Gluten  Free  Products 
.Made  to  Measure  HosteryS- 

.  pregnancy  Testing 


Cuprofen  Maximum  Strength  is 
the  I  K's  best  selling  O  K  400mg 
ibuprofen  brand. 

In  fat  t  il  sells  more  than  tw  i<  e  the 
volume  o!  iis  nearest  4()0mg  rival. 

•  dOOmi;  pink,  easy-to-take,  film-<  oated 
tablets  in  a  <  omenienl  single  dose. 

•  (  uprolen  oilers  your  <  ustomers 
premium  brand  quality  and  performan<  e 
-  at  a  prk  e  the\  like,  at  a  profit  you  want. 

'  liKlcnrndcni  Pharmui  \  \udii 


Cuprtfen 

IBUPROFEN  TABLETS 


MAXIMUM 
STRENGTH 


FAST  POWERFUL  PAIN  RELIEF 


24 


FOR  IBUPROFEN, 
CHOOSE  CUPROFEN 


Seton 

***  Healthcare  Group  pic 
Ahvavs  re. id  tlic  label. 


Cuprolen  Maximum  Strength  Abbreviated  Product  Information  Presentation:  Pink,  film  coated 
tablets  containing  Ibuprofen  BP  400mg  Indications:  For  the  relief  of  rheumatic  and  muscular  pain, 
backache,  lumbago,  fibrositis.  neuralgia,  headache,  dental  pain,  migraine,  period  pain  and  symptoms  of 
cold,  flu  and  levenshness  Precautions:  Caution  should  be  exercised  m  administering  ibuprofen  to 
patients  with  asthma  and  especially  patients  who  have  developed  bronchospasm  with  othet  non- 
steroidal agents  Special  care  should  be  raken  when  using  ibuprofen  in  elderly  patterns,  in  whom 
increased  tissue  levels  may  result  with  an  attendant  increase  in  the  nsk  of  adverse  reactions.  In  patients 
with  renal,  cardiac  or  hepatic  impairment  caution  is  required  since  other  use  of  NSAID's  mav  result  rn 
deterioration  of  renal  function.  The  dose  should  be  kept  as  low  as  possible  and  tenal  function  should 
be  monitored  Legal  Category  P  Product  Licence  Holder  Cup^i  I'd  Oldham.  Cuprofen  is  a  Trade 
Mark  ol  Seton  Further  information  is  available  on  request  from  the  Ucence  Holder 
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MANpower 


As  men  become  more 
comfortable  with  a 
wider  range  of  grooming 
products,  Sarah  Purcell 
investigates  new 
opportunities  for 
pharmacy  sales 

Three  years  ago,  a  MORI 
poll  found  that  women 
knew  more  about  male 
bodies  than  men  them- 
selves, and  40  per  cent  of 
men  said  they  never  visited  the 
doctor  unless  they  were  told  to 
by  their  partner.  But,  slowly,  their 
attitudes  to  health  and  appear- 
ance are  changing,  thanks  largely 
to  the  rise  of  male  health  and 
lifestyle  magazines,  and  the 
advertising  they  spawn. 

At  the  other  end  of  the  spec- 
trum, nail  expert  Mavala  has  just 
brought  out  a  range  of  nail  pol- 
ishes for  men,  following  on  from 
the  latest  US  trend.  And  a  survey 
by  Gamier  has  found  that  fake 
tan  is  the  fifth  most-popular  male 
grooming  product.  But  while 
your  average  bloke  would  guffaw 
at  the  very  idea  of  getting  a  tan 
any  other  way  than  roasting  on  a 
beach,  he's  much  more  likely 
these  days  to  be  using  a  body 
spray,  wearing  a  fine  fragrance, 
buying  sensitive  skin  shaving  gel 
and  using  wax  to  define  his  hair- 
style. He  may  even  be  wearing 
moisturiser  (though  he  probably 
won't  admit  it!). 

We  asked  a  selection  of  manu- 
facturers in  the  male  grooming 
market  how  they  thought  today's 
men  were  shaping  up.  Here's 
what  they  said. 

"Men  are  happy  to  spend  time 
in  the  bathroom  now  and  they 
will  use  a  variety  of  fragrances," 


says  Jane  Aspinall  at  Elida 
Faberge.  "While  we're  miles 
apart  from  places  like  Japan, 
where  men  are  using  anti-wrinkle 
creams,  I  think  we'll  see  facial 
washes  and  body  lotions  for  men 
in  the  near  future." 

"It's  no  longer  seen  as  feminine 
to  use  grooming  products," 
according  to  Adrian  Fleetwood  at 
Philips.  "Increased  awareness 
about  skin  cancer  from  sun  expo- 
sure has  helped  to  raise  the  pro- 
file of  skin  care  in  general,  so  men 
are  no  longer  embarrassed  to  talk 
about  it." 

"Men  have  become  more  com- 
fortable with  grooming  products 
which  step  outside  the  shaving 
area  in  recent  years.  In  consumer 
research  we've  earned  out,  men 
are  really  quite  interested  in 
grooming  products  and  they  no 
longer  think  it's  effeminate  to  use 
them,"  says  Heather  Cooper  at 
WeUa. 

At  Gillette,  David  Bashaw  says: 
"Men  have  become  more  inter- 
ested in  their  appearance,  and 
more  confident  about  looking 
good.  They're  willing  to  experi- 
ment more  with  their  looks  and 
with  grooming  products." 

Lisa  Whalley,  brand  manager 
for  male  fragrances  at  Yardley, 
says:  "Men  have  always  had  this 
fear  of  smelling  like  a  woman, 
but  this  is  now  disappearing." 

A  close  shave 

Shaving  will  always  form  the 
mainstay  of  the  male  grooming 
market,  and  continued  innova- 
tion is  driving  it  forward.  Sales  of 
blades  are  now  at  5154  million, 
up  8  per  cent  on  last  year,  and 
razors  are  valued  at  S18.4m.  Of 
that,  70  per  cent  is  taken  by  the 
newer  systems  razors  and  28  per 
cent  by  disposables.  Systems 
blades  are  worth  around  5103m. 


Philips  dominates  the  power  shaving  market  with  a  53  per  cent  share, 
and  sales  have  been  helped  by  the  launch  of  the  Reflex  Action  range 
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Best-selling  shaving  gels 

Gillette  Series 
Palmolive 
Lynx  Systeme 

(TN  A  GB  Superpa  nel) 


Tips  from  the  top 

Will  Carling's  handy  hints  on 
getting  a  closer  shave  ... 

•  Shave  only  after  allowing 
your  skin  to  wake  up  and  the 
pores  to  open.  This  is  best  done 
with  hot  water  or  steam  -  shave 
after  your  bath  or  shower. 

•  Use  a  lubricated  shaving 
product  to  provide  a  barrier 
between  the  blade  and  your 
skin. 

•  While  shaving,  splash  your 
face  regularly  with  lots  of  hot 
water.  Shave  with  the  grain  of 
hair  growth  and  use  short 
strokes.  Finish  by  rinsing  your 
face  with  warm  water. 

•  Avoid  alcohol-based 
aftershaves  which  will  dry  out 
your  skin. 


Wilkinson  Sword's  new  FX 
3erformer  features  flexible  twin 
)lades  and  a  lubricating  strip  to 
juard  against  cuts  and  irritation 


Remington's  new  Acti-Glide 
combines  the  power  of  an  electric 
shave  with  the  closeness  of  a  razor 


According  to  Gillette's  latest 
national  usage  survey,  75  per 
cenl  of  men  prefer  to  wel  shave, 
and  this  has  risen  by  1  pei  cent  a 
year  ovei  the  past  five  years.  <  If 
the  K>  million  men  who  pick  tins 
method.  56  per  cent  use  systems 
razors,  3!  I  per  cent  choose  dis- 
posables and  5  per  cent  tradi- 
tional double-edge  razors. 

"I  think  we  can  put  the 
increase  in  systems  usage  dow  n 
to  the  technical  advances  in  sys- 
tems razors,"  says  Mr  Bashaw. 
However,  disposables  have  also 
seen  good  growth,  up  6  per  cent 
this  year.  "I  wouldn't  say  there  is 
a  typical  systems  or  disposal  tie 
razor  user  -  the  difference  is  the 
price  you're  prepared  to  pay  to 
get  the  shave  you  want,"  he  says. 

Wilkinson  Sword  has  launched 
Extra  II,  a  new  disposable  suit- 
able for  both  men  and  women, 
which  features  a  no-slip  rubber 
grip  handle.  Designed  to  give  the 
best  possible  grip  while  shaving, 
the  rubber  handle  is  longer, 
curved  and  heavier  for  better 


Taylor  of  London's  Gentlemen  has 
been  updated  for  '97  with  a 
burgundy  Regency  stripe 


control,  helping  to  reduce  nicks 
and  cuts.  The  razoi  is  available  in 
three  variants:  Regular  Sensitive 
and  Women  Both  Sensitive  and 
Women  feature  a  special  mois- 
turising strip  enriched  with  \  ita- 
min  E  and  aloe  to  help  protect 
skin  from  irritation. 

Wilkinson  Sword  is  ad\  ertising 
its  recently-launched  FX  Per- 
former systems  razor  in  a  new 
television  campaign  which  runs 
until  the  end  of  July. 

Power  to  your  sales 

The  power  shaving  market  in 
worth  £54.8m  (MAT  March,  '97), 
with  mains/rechargeable  now 
the  biggest  sector  at  V!"  2m,  fol- 
ic iwed  by  mams  <  inly  at  £11.1  m, 
rechargeable  only  at  £6.1m  and 
battery-operated  at  £2.3m.  In  vi  >1- 
ume  terms,  it's  a  flat  market,  but 
innovation  has  driven  the  value 
up  in  the  last  five  years. 

At  Philips.  Mi  Fleetwood 
admits  that  the  heavily-adver- 
tised systems  razors  have  taken 
some  men  awaj  from  power 
shavers.  "But  there  will  always 
be  a  group  of  people  who  will 
nevet  wet  shave  because  it  is  too 
irritating  for  their  skin."  he  says. 
"And  with  our  lift  and  cut  system, 
power  sinn  ers  w  ill  give  as  close 
a  shave  as  a  blade." 

Power  shavers  are  still  very 
much  a  gift-oriented  market, 
with  :!0  per  cent  of  all  products 
sold  in  the  five  weeks  before 
Christ  mas.  Some  50  per  cent  of 
men's  shavers  are  bought  by 
women,  hence  the  female-biased 
advertising  that  still  prevails. 

From  July  until  the  end  of 
August.  Philips  is  offering  a  30- 
day  money-back  guarantee  on 
Philishave  models.  The  Phili- 
shave  range  will  be  advertised  on 


television  throughout  the  last 
three  months  of  the  year. 

Remington  has  introduced  a 
new  method  of  hair  removal, 
suitable  for  both  men  anil 
women,  called  Acti  I  Hide.  ( 'om 
billing  the  power  of  an  electric 

shave  with  the  closeness  of  a 
razor,  the  Act  i  <  Hide  uses  a  bat 
tery  powered  moving  blade  sys 
tern  for  a  safe,  close  and  smooth 
Shave.  It  is  available  in  models 
fi  H  men  and  w  i  mien 

Acti  '  Slide  has  pivoting  blades 
which  move  from  side  to  side, 
with  no  need  to  apply  pressure  as 
the  head  glides  across  I  he  skin 
Each  Made  has  a  lubricated  si  rip 
to  moisturise  skin.  Both  the 
mens  and  women's  versions 
retail  at  S  12.99  each 

Remington  has  also  introduced 

a  new  range  of  shavers  aimed  al 
younger  men,  the  Single  Foil.  The 
shaver  comprises  a  super  thin 
microscreen  foil  to  give  a  closer 
shave,  a  pop  up  trimmer  and 
automatic  worldwide  voltage,  h 
is  available  either  as  a  mains 
(£2  l  it!))  or  a  mains/rechargeable 
model  (£29.99). 

New  from  Braun  is  the  Flex 
Integral,  a  pivoting,  multi  stage 
shaving  system  There  is  a  first 
toll  to  remove  short  hairs,  an 
integrated  cuttet  to  remove 
problem  hairs  which  grow  in 
awkward  directions  and  a  sec- 
ond foil  for  extra  smoothness. 
Prices  range  from  £49.99  to 
£119.99. 

Growth  for  gels 

Shaving  preparations  are  one  of 
the  most  dynamic  sectors  in 
male  toiletries,  with  shaving  gels 
still  growing  at  I5pet  cent  a  year. 
Worth  £62.3m,  the  whole  sector 
grew  by  10  per  cenl  last  year, 
with  gels  worth  .S':lJ.:!ui  and 
foams  £22.5m. 

"Gels  not  only  appeal  to 
younger  men  now  across  the 
age  spectrum  we're  seeing  men 
switching  from  loams  to  gels," 
says  Mr  Bashaw. 

Shaving  products  for  sensitive 
skin  have  proved  to  be  enor- 
mously successful,  as  they  have 
in  the  female  skin  care  and  cos- 
metics markets,  and  some  13  per 
cent  of  men  now  claim  to  have 
sensitive  skin,  according  to 
Wilkinson  Sword. 

"Gel,  particularly  sensitive  gel, 
is  driving  the  market  growth  as  it 
gains  popularity  with  young  con- 
sumers keen  on  looking  after 
their  skin,"  says  Nicola  Keeble, 
commercial  category  manager 
for  body  care  at  Colgate-Palmo- 
live. "For  the  pharmacist,  gel  car- 
ries a  premium  price  and  has  a 
fast  use-up  rate.  To  capitalise  on 
the  shaves  market,  pharmacists 
should  stock  gels,  foams  and 
sticks."  she  advises. 

"Men's  attitudes  are  starting  to 
change.  The  criteria  they  now 

Continued  on  P26  ► 


imperial  Leather  Active  Care  for  men  shaving  and  body  care  products 
ire  all  designed  with  sensitive  skin  in  mind 
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look  for  in  a  shaving  product  is: 
dermatologically  tested;  for  sen- 
sitive skin;  and  alcohol-free. 
Fragrance  has  definitely  become 
of  secondary  importance,"  says 
Mr  Bashaw.  Shaving  products  for 
sensitive  skin  now  account  for  54 
per  cent  of  sales. 

At  KMI,  founder  Will  King 
agrees:  "Our  own  sensitive  skin 
shaving  oil  now  outsells  the  orig- 
inal by  two  to  one.  I  think  men 
like  the  idea  of  having  sensitive 
skin  now,  as  it  makes  them  feel 
more  special." 

•  London  designer  barber- 
Daniel  Rouah  has  launched  a 
range  of  male  grooming  prod- 
ucts. The  range  includes  a  three 
in  one  shower  gel,  shampoo  and 
shaving  gel,  called  Travel  Mate; 
Close  Shave,  a  shaving  gel; 
Smooth  Shave,  a  fragrance-free 
gel  for  sensitive  skins;  and  Fac  e 
Relief,  a  fragrance-free  after- 
shave balm. 

•  New  to  the  Simple  range  is 
Soothing  Shave  Gel,  which  con- 
tains moisturisers  and  aloe  vera 
to  leave  skin  smooth  and  supple. 
It  is  suitable  for  all  skin  types, 
including  sensitive,  says  Smith  & 
Nephew. 

•  Just  introduced  in  the  UK, 
Tend  Skin  from  American  Hair 
Removal  System  (UK)  has  been 
developed  to  unblock  ingrowing 
hairs  and  smooth  away  razor 
bumps.  It  also  helps  to  treat 
razor  burn  and  stop  the  bleeding 
caused  by  razor  nicks. 

Pharmacies  now  only  take  11.9 
per  cent  of  sales  in  the  shaving 
sector,  and  have  lost  share  at  the 
rate  of  around  1  per  cent  a  year. 
"Our  advice  to  pharmacists  is  to 
stock  a  wider  range  of  fewer 
brands,  instead  of  vice  vera. 
There  is,  of  course,  still  a  role  for 
pharmacies  to  stock  the  smaller, 
traditional  brands,  too,"  says  Mr 
Bashaw.  At  Philips,  Mr  Fleet- 
wood has  similar  advice:  "Phar- 
macists should  select  the  top- 
selling  models.  We  produce  a 
best-sellers  pack  of  our  six  most 
popular  shavers,  which  is 
designed  with  the  smaller 
retailer  in  mind." 

He  who  dares 

Times  have  changed  since  the 
days  when  a  splash  of  Brut  was 
the  only  kind  of  scent  a  man 
could  get  away  with.  We're  now 
seeing  fragrance  trends  in  the 
men's  market,  albeit  much  less 
fickle  than  in  the  female  market. 
In  the  early  1990s,  Davidoff's 
Cool  Water  sparked  a  trend  for 
fresh,  invigorating  scents,  which 
still  lingers  today. 

Male  fragrances  are  becoming 
more  daring,  with  Jean-Paul 
Gaultier's  Le  Male  containing 
Oriental  notes,  and  Thierry 
Mugler's  Amen  boasting  notes  of 
chocolate.  "I  think  we're  finally 
stalling  to  see  a  move  away  from 


the  fresh,  oceanic  scents  to- 
wards warmer,  woodier  notes," 
says  Ms  Whalley  at  Yardley. 
"Male  fragrances  are  definitely 
getting  more  adventurous." 

The  unisex  trend  (started  by 
Calvin  Klein's  CKOne  and  its  suc- 
cessor, CKBe)  continues,  al- 
though these  fragrances  tend  to 
be  more  popular  with  women 
than  men.  But  many  think  the 
days  of  the  unisex  fragrance  are 
numbered,  and  indeed  the  mar- 
ket has  already  moved  on. 

"Calvin  Klein  has  done  the  uni- 
sex fragrance  and  no  one  else 
can  better  it.  What  we're  now 
seeing  is  female  fragrances 
launching  male  counterparts  - 
such  as  Dune  for  Men  -  and  male 
fragrances  launching  female 
counterparts  -  such  as  Cool 
Water  for  Women.  I  think  that 
partner  fragrances  will  be  the 
future,  rather  than  just  one  fra- 
grance for  both,"  comments  Ms 
Whalley. 

At  Elida  Faberge,  Ms  Aspinall 
is  more  optimistic  about  the 
future  of  unisex  scents:  "We  see 


the  trend  continuing  for  at  least 
the  next  five  years.  We've  seen 
lots  of  own-label  unisex  versions 
recently  and  we  are  planning  a 
unisex  scent  ourselves." 

British  men  are  slowly  coming 
round  to  the  idea  of  using  eau  de 
toilettes,  as  well  as  aftershave, 
while  aftershave  balms  and  gels 
look  to  have  been  a  passing 
phase.  "Today's  man  probably 
has  a  deodorant  or  bodyspray, 
plus  one  or  two  fragrances,  but 
he  won't  wear  these  every  day. 
Younger  men  know  a  bit  more 
about  different  types  of  fra- 
grances, but  older  men  tend  to 
just  wear  what  they're  given," 
says  Ms  Whalley. 

Ms  Aspinall  says:  "hi  the  mass 
market,  older  men  tend  to  go 
for  shaving-orientated  fragrances, 
like  Old  Spice,  while  younger  men 
will  opt  for  new,  bolder  scents.  In 
the  prestige  sector,  older  men 
choose  the  wanner,  heavier 
scents,  while  younger  men  go  for 
fragrances  like  Tommy  or  Boss. 
However,  there  are  a  few  which 
appeal  across  the  age  range,  such 


as  Escape,  Obsession  and 
Drakkar  Noir." 

Ms  Aspinall  says  that  there  is  a 
lot  more  self-purchase  in  male 
fragrances  now,  accounting  for 
about  40  per  cent  of  sales. 

"The  grocers  have  helped  a  lot 
here  by  creating  a  kind  of  male 
oasis  in  their  stores.  By  putting 
neutral  areas  around  male  toi- 
letries, men  are  encouraged  to 
browse  in  comfort.  Men  will 
reject  a  feminine  atmosphere, 
whereas  women  won't  shy  away 
from  a  masculine  one." 

Male  fragrances  account  for  47 
per  cent  of  the  total  male  groom- 
ing market  and  are  worth  S257m 
(Nielsen,  December,  '96),  up  4 
per  cent  on  last  year.  This  splits 
into  £186m  for  fine  fragrances 
and  S69m  for  mass  fragrances. 
The  discounting  of  fine  fra- 
grances has  slowed  sales  in  the 
mass  market.  "The  gap  between 
mass  and  fine  fragrances  has  nar- 
rowed, so  new  mass  market  fra- 
grances now  need  to  offer  con- 
sumers more  than  they  did  in  the 
past,"  says  Ms  Whalley. 

According  to  Ms  Aspinall, 
pharmacies  are  doing  well  in  the 
fragrance  market.  "For  Elida 
Faberge  products,  pharmacies 
saw  an  increase  in  sales  of  46  per 
cent  last  year,  while  grocers 
grew  by  just  15  per  cent,  I  think 
it's  important  for  pharmacies  to 
offer  their  customers  innovation. 
In  the  '80s,  shelves  tended  to  be 
packed  with  hundreds  of  differ- 
ent brands.  In  the  '90s,  it's  more 
about  stocking  what  sells  for  you 
and  being  much  more  selective." 

What's  new? 

•  Yardley  Gold  has  been 
relaunched  in  minimalist,  con- 
temporary packaging  with  a  new 
fragrance.  Top  notes  include 
lemon,  lime  and  juniper  berry, 
with  middle  notes  of  lavender, 
jasmine  and  cedar.  It  has  a  base 
of  musk,  amber  and  sandalwood. 

•  L'Eau  d'Orange  Verte  is  the 
new  male  fragrance  from  Hermes. 
It  combines  warm,  citrus  notes 
with  minty  and  woody  notes. 

•  Escada  Pour  Homme  Silver 
Light  is  a  new  fragrance  which 
combines  patchouli,  moss  and 
vanilla  with  citrus  fruits  and 
spices. 

•  Dune  for  Men  is  a  green, 
oceanic  and  woody  fragrance 
which  takes  inspiration  from 
nature  and  the  elements. 

•  Taylor  of  London's  Gentlemen 
packaging  has  been  updated  for 
1997  with  a  burgundy  Regency 
stripe.  The  new  design  enhances 
the  pack  illustration  of  English 
carriage  horses  from  an  original 
painting  by  W  Birch. 

Fresh  appeal 

Bodysprays  were  the  success 
story  of  the  1980s  and  the  market 
continues  to  thrive,  now  worth 

Continued  on  P28  ► 


The  top-selling  Lynx  range  is  being  supported  by  £7  million  this  year 
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Stock  up  with  Insignia  this  summer  and 
watch  your  customers  go  crazy  about  it. 

They  have  the  chance  to  win  one  of  three 
wild  adventure  holidays  for  themselves 
and  five  friends  each  time  they  buy 
100ml.  of  Insignia  aftershave  with  one  other 
Insignia  product.  What's  more,  they  can 
win  a  pair  of  exclusive  Insignia  wraparound 
shades  right  there  on  the  spot. 

here's  plenty  of  colourful  in-store  promo- 
tional material  to  start  them  drooling. 

You'll  even  have  the  chance  to  win  a  prize 
for  yourself.  All  participating  stockists 
will  be  entered  in  a  draw  for  a  luxury  hotel 
break  for  two. 

So  do  the  sensible  thing. 

Let  a  bunch  of  maniacs  make  your  profits 
go  crazy. 


jl 


MALE  GROOMING 


Top  five  bodysprays 
Lynx 

Addiction 

Legendary  Harley  Davidson 

Gillette  Series 

Brut  Aquatonic 

(IRI  Infoscan  April,  '97) 

Top  five  APDs 
Sure  for  Men 
Right.  Guard 
Gillette  Series 
Natrel  Plus 
Lynx 

(IRI  Infoscan  April  '97) 
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Driclor  Solution  is  being 
supported  by  a  £500,000  campaign 
of  press,  radio  and  poster 
advertising  this  summer 

S70.8m  and  up  by  9  per  cent  (IRI 
Infoscan  April  20,  '97).  Bodys- 
prays  now  account  for  47  per 
cent  of  the  deodorant  market, 
followed  by  antiperspirant  deo- 
dorant sprays  at  35  per  cent, 
sticks  at  6.8  per  cent,  roll-ons  at 
6.2  per  cent  and  gel  sticks  at  5.1 
per  cent. 

The  combined  APD  and  male 
bodyspray  market  represents  the 
second  largest  sector  in  the  total 
toiletries  market,  according  to 
Gillette,  and  last  year  it  was  the 
fastest-growing  health  and 
beauty  sector. 

Gillette  has  relaunched  Right 
Guard  with  a  new  double  protec- 
tion formulation  and  introduced 
a  new  variant  -  Scuba  -  with  a 
fresh,  outdoor  fragrance,  which 
is  being  supported  by  TV  adver- 
tising throughout,  the  summer. 

Gillette  Series  APDs  are  being 
advertised  on  TV  for  the  first 
time  this  summer,  in  a  campaign 
which  aims  to  educate  men  on 
the  benefits  of  the  products. 

"The  opportunity  with  the 
male  APD  sector  is  huge  -  fra- 
grance just  isn't  enough,  and 


Gillette  Series  APD  is  being  advertised  this  summer  with  a  dramatic 
new  three-dimensional  poster  campaign 


we're  determined  to  educate 
men  on  the  long-lasting  perfor- 
mance of  our  products,"  says  Mr 
Bashaw. 

Cool  news 

Driclor  Solution,  the  APD  for 
problem  perspiration,  will  be 
promoted  throughout  the  sum- 
mer with  a  £500,000  spend, 
including  press,  radio  and  poster 
advertising.  For  consumers  there 
is  a  Driclor  Helpline  (0345 
023857),  which  will  answer  ques- 
tions on  problem  perspiration. 
For  pharmacists,  a  comprehen- 
sive training  guide  is  available, 
with  a  protocol  sheet  for  phar- 
macy assistants. 

Elida  Faberge  has  added  a 
male  variant  to  its  Vaseline  Inten- 
sive Care  skin-friendly  APDs, 
which  is  being  backed  by  a  £4m 
TV  and  press  advertising  spend 
this  summer.  The  new  variant 
has  a  fresh  and  woody  fragrance. 

Also  new  from  Elida  Faberge 
is  Sure  Ultra  Dry  Cream  APD, 
which  is  available  across  the 
range.  The  product  dries  quickly, 
leaves  no  white  residue  and  gives 
24-hour  protection. 

The  latest.  Lynx  variant  is 
called  Inca,  the  first  spicy  fra- 
grance for  the  brand,  combining 


fresh  with  warm,  woody  notes. 
Lynx  now  accounts  for  35  per 
cent  of  the  bodyspray  and  male 
deodorant  market. 

Skin  deep 

Skin  care  for  men  is  slowly  losing 
its  effeminate  image,  and  manu- 
facturers are  still  confident  that, 
in  time,  the  average  bloke  will  be 
slapping  on  moisturiser  every 
day.  Valued  at  SI 5-  18m  and  grow- 
ing at  a  rate  of  20  per  cent  a  year, 
the  sector  has  been  fuelled 
largely  by  the  plethora  of  men's 
lifestyle  and  health  magazines  - 
even  those  targeted  at  the  'New 
Lad',  like  Loaded,  cover  health 
and  beauty  products. 

"I  think  that,  privately,  men  ar  e 
much  happier  about  using  skin 
care  products,  though  they  might 
not  admit  to  it  in  public,"  says  Mr 
King,  founder  of  KMI  and  the  K 
range  of  skin  care  products. 
"And  the  market  is  widening  out 
from  the  young,  urban  man  to 
encompass  a  much  broader 
cross-section  of  consumers." 

But  there  is  still  a  fundamental 
lack  of  education  when  it  comes 
to  men's  skin,  says  Mr  King. 
"There  is  a  huge  lack  of  knowl- 
edge among  men  and  a  fear  of 
asking.  We're  not  taught  to  shave 


The  Grecian  range  is  being  supported  by  a  national  press  campaign 


properly  as  teenagers  and  have 
to  learn  by  guesswork  and  copy- 
ing dad." 

So  what  kind  of  man  uses  a 
moisturiser?  "There  are  cur- 
rently two  types  -  the  man  who 
uses  it  to  make  his  skin  softer 
and  therefore  more  attractive  to 
women,  and  sportsmen  who  use 
it  to  protect  their  skin  from  the 
elements." 

At  Elida  Faberge,  Ms  Aspinall 
thinks  that  male  moisturisers  in 
particular  are  a  potentially  huge 
area.  "In  1995,  penetration  was 
14.4  per  cent  and  last  year  this 
rose  to  16.6  per  cent.  In  Germany, 
usage  of  male  moisturisers  has 
reached  44  per  cent,  while  the 
European  average  is  23  per  cent. 
I  think  that  usage  in  the  LIK  can 
only  increase." 

Mr  King  predicts  that  eventu- 
ally the  male  skin  care  market 
won't  be  too  dissimilar  to  the 
female  one.  "Once  more  of  the 
big  players  launch  into  male  skin 
care,  which  they'll  back  with 
heavy  advertising,  the  sector  will 
really  take  off." 

•  The  KMI  skin  care  range  for 
men  features  K-24  Active  Men's 
Moisturiser,  which  includes  sun- 
screens and  has  a  non-greasy  for- 
mulation; K-XF  Exfoliating  Facial 
Scrub,  with  jojoba  microparticles 
to  clear  away  oil  and  debris;  K- 
First  Daily  Face  Wash  for  use 
before  shaving;  K-GL  Post  Shave 
Conditioning  Gel,  with  aloe  vera, 
allantoin  and  camomile  extract. 
New  from  KMI  is  Kinetik  Pow- 
ergel  -  an  airpowered  foaming 
shower  gel  for  body  and  hair. 

•  Face  Fitness  AHA  Moisture 
Formula  is  new  to  the  Polo  Sport 
range.  It  contains  AHAs  to 
encourage  skin  to  renew  itself 
more  quickly,  marine  extracts 
and  vitamin  E,  and  has  an  SPF  8. 
Also  new  is  Scrub  Face  Wash, 
designed  for  use  before  shaving. 

•  Taylor  of  London  for  Gentle- 
men has  responded  to  the 
increasing  number  of  men  seek- 
ing products  to  actively  care  for 
their  skin  by  formulating  its 
Aftershave  Moisturiser  to  soften 
and  scent  the  skin,  as  well  as 
tackling  irritation  and  promoting 
healing. 

Hair-raisers 

Men  have  their  own  deodorants, 
shower  gels,  soaps,  fragrances  - 
so  why  not  shampoos,  condition- 
ers and  styling  products?  Esti- 
mated to  be  worth  a  potential 
£200m,  in  fact  the  sector  cur- 
rently stands  at  only  about  520m, 
with  just  a  handful  of  brands. 

Last  year,  Sara  Lee  launched 
shampoos,  2  in  Is  and  condition- 
ers for  men  into  the  Brylcreem 
range.  This  has  proven  very  suc- 
cessful, with  sales  up  by  65  per 
cent  to  almost  S2m.  So  why  have 
none  of  the  big  hair  care  players 
followed? 

At  Wella,  Ms  Cooper  believes 
that,  although  there  is  potential 
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Wella's  Experience  with  Liquid 
Hair  2  in  1  Dandruff  Control  is 
particularly  suitable  for  men 

for  male-specific  hair  can'  prod- 
ucts, growth  is  likely  to  be  slow. 
"You  only  need  to  look  al  how 
long  it's  taken  to  introduce  male 
moist urisers  to  see  why  this  is. 
Most  of  the  recent  hair  care 
launches  have  been  genderless 
and  men  are  happy  to  use  these 


products.  There  are  few  brands 
w hich  can  lake  on  the  men  i ml\ 
positioning." 

It  you  thought  few  men  used 
styling  products,  think  again 
Si  Hue  36  i ier  cent  of  all  styling 
i k -I :asi( >ns  are  bj  men,  although 
nearly  all  the  products  are  pui 
chased  by  women.  Sonic  10  pel 
Cent  Of  gels  are  used  by  men,  3] 
per  cent  <  if  w  axes  and  CI  cams, 
and  -1  per  cent  of  sprays. 

At  Combe  Internal  ional,  a  spe 
cialisl  in  men's  hah  colourants, 
the  company  says  ii  s  most  buoj 
ant  product  is  its  colouranl  foi 
moustaches,   beards   and  side 
burns,  which  is  now  growing 
fastei  than  its  hah  colourant 
Just  for  Men  is  being  advertised 
i  hi  tele\  isii  hi  during  August 

Al  KMI,  Mi  King  believes  that 
men  want  something  different 
w  hen  il  comes  to  shampoo.  To 
this  end,  they  have  launched 
Kinetik  Powergel,  a  cross  bet- 
ween a  shower  gel  and  a  sham 
poo,  which  squirtsi  tut .  fi  lams  and 
gives  a  high  performance. 

New  to  the  Alberto  V05  range 
is  Styling  Wax,  which  is  particu- 
larly suitable  for  shorter,  men's 
styles. 

The  new  Daniel  Rouah  range 
from  the  designer  barber  includes 
hair  care  products:  Healthy  Hair, 
a  '2  m  1  shampot  i  and  conditii  mei : 
Hair  Shaper,  a  conditioning  and 
texturising  creme  wax;  and  Hair 
Manager,  a  high  shine  gel. 


Just  for  Men  Moustache,  Beard  and  Sideburns  is  now  outselling  the 
original  hair  colourant 


The  Brylcreem  Grey  hair  care  range  has  shown  an  impressive  65  per 
cent  growth  since  its  launch  last  year 
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Birdsgrove  House  to  be  used 
as  addiction  treatment  centre 


The  Royal  Pharmaceutical  Soci- 
ety Council  has  decided,  by  15 
votes  to  seven,  to  turn  part  of 
Birdsgrove  House  into  a  treat- 
ment centre  for  pharmacists  and 
other  health  professionals  with 
alcohol-  and  drug-related  prob- 
lems. There  will  also  be  scope  to 
offer  stress  management  and 
other  life  skills  courses  to 
RPSGB  members. 

Code  of  Ethics:  new 
guidance  on  negligence 

The  RPSGB  Council  last  week 
approved  an  addition  to  the 
Code  of  Ethics  to  clarify  a  phar- 
macist's responsibility  to  give 
an  explanation  and  an  apology 
to  a  patient  when  becoming 
aware  of  possible  negligence 
that  might  have  harmed  the 
patient. 

An  extra  paragraph  of  guid- 
ance on  Obligation  1.1  of  the 
Code  will  read: 

"If  a  pharmacist  working  in  a 
pharmacy  or  pharmacy  depart- 
ment becomes  aware  that  a 
patient  of  the  pharmacy  has 
received  pharmaceutical  care 
of  a  standard  less  than  the 
patient  has  a  right  to  expect,  the 
pharmacist  should,  if  possible, 
provide  an  explanation  of  what 
happened  and  apologise.  It  is 
advisable  for  the  pharmacist  to 
make  a  personal  note  of  the 
incident.  Measures  should  be 
taken  to  minimise  the  likeli- 
hood of  a  repetition." 


Get  loving  on  health 

The  latest  leaflet  from  the 
Pharmacy  Healthcare  Scheme, 
'Get  moving!  -  How  everyday 
activity  can  improve  your  health", 
encourages  the  less  active  to 
increase  physical  activity  in  daily 
routines  for  30  minutes,  five  days 
a  week.  Pharmacists  should  have 
received  40  leaflets  this  week. 
The  PHS  can  be  contacted  on 
0171  735  9141. 

FIP  on  donated  Medicines 

A  draft  statement  on  the  donation 
of  medicines,  such  as  for  charity, 
will  be  presented  at  the 
International  Pharmaceutical 
Federation  (FIP)  Council  meeting 
in  Vancouver  in  September. 
Based  on  the  work  of  the  World 
Health  Organisation,  it  will 
emphasise  the  role  that 
pharmacists  can  play. 


Society  treasurer  Professor 
Geoff  Booth  says  that  the  com- 
patibility of  the  two  types  of 
guest  who  would  stay  at  Birds- 
grove House  has  been  consid- 
ered. The  top  floor  would  be  a 
separate  unit  for  drug-  or  alco- 
hol-dependent guests.  The  same 
guests  would  use  the  gardener's 
cottage  as  a  day  centre,  so  there 
would  be  minimal  contact  with 


The  Royal  Pharmaceutical  Soci- 
ety wants  to  take  a  lead  in  setting 
up  discussions  between  pharma- 
cists and  doctors  on  responsible 
self-medication. 

Society  secretary  John  Fergu- 
son says  there  is  concern  in 
Europe  at  the  way  in  which  the 
OTC  industry  is  seeking  to  lead 
the  way  in  self-medication.  Doc- 
tors in  European  liaison  groups 
appear  to  be  suspicious  of  phar- 
macists, whom  they  see  as  being 
in  partnership  with  the  industry. 


Details  of  the  proposed  Internet- 
based  electronic  prescription 
transfer  system  that  is  being 
developed  by  Pharmed  have 
been  published  on  the  company's 
web  pages. 

The  web-site  will  also  act  as  a 
discussion  forum,  says  Pharmed, 
which  adds  that  it  has  set  up  the 
site  as  part  of  the  company's 
commitment  to  an  open  dialogue 
with  health  professionals.  At  pre- 
sent, the  site  contains  details  of 
encryption  standards  and  a  dis- 
cussion paper  on  building  trust 
relationships. 

The  announcement  comes 
after  Pharmed,  which  has 
received  52  million  investment 
from  its  parent  company,  Gehe, 


those  staying  at  Birdsgrove  for 
convalescence. 

The  Birdsgrove  House  sub- 
committee considered  three 
other  options  before  making  its 
decision  -  maintaining  the  status 
quo,  shifting  the  emphasis  from 
convalescent  home  to  holiday 
home,  or  selling  the  house.  The 
Benevolent  Fund  subsidy  was 
SI  10,168  in  1996. 


The  National  Pharmaceutical 
Association  has  recommended 
the  formation  of  a  panel,  includ- 
ing the  RPSGB,  NPA,  British  Med- 
ical Association,  General  Medical 
Services  Committee  and  possibly 
Royal  College  of  Nursing,  to  pre- 
pare principles  of  responsible 
self-medication.  Industry  and 
consumer  organisations  could 
then  become  involved.  Mr  Fergu- 
son adds  that  the  medical  profes- 
sion is  keen  for  the  Society  to  lead 
the  initiative. 


held  a  meeting  with  pharmaceuti- 
cal industry  representatives  to 
discuss  electronic  prescribing. 
Among  those  taking  part  were 
representatives  from  Pharmed 's 
principal  competitor,  Practice 
Resource  Systems. 

Other  pharmacy  computer 
suppliers  were  also  in  atten- 
dance, along  with  members  of 
the  Prescription  Pricing  Author- 
ity, the  Royal  Pharmaceutical 
Society,  and  Numark  and 
Unichem. 

Pharmed  spokesman  Edward 
Waldron  Davies  says  the  com- 
pany plans  to  start  beta-testing 
the  system  in  the  autumn. 

The  Pharmed  site  can  be  found 
at  www. pharmed.  org.  uk. 


RPSGB  Council  briefs 

Register  change  The  Register  of 
Pharmaceutical  Chemists  is  to 
indicate  the  category  of  fee  paid 
by  each  member  to  help  prevent 
possible  abuse  by  members  who 
pay  a  reduced  fee  but  work  to  an 
extent  requiring  a  higher  fee. 
Fexofenadine  as  P  The  Medi- 
cines Control  Agency  has  given 
an  encouraging  response  to  the 
Society's  suggestion  that  fexofe- 
nadine (the  active  metabolite  of 
terfenadine)  should  become  P. 
New  museum  The  Society  is  to 
investigate  the  feasibility  of  mark- 
ing the  Millennium  by  acquiring 
new  premises  to  house  the  Soci- 
ety's museum  collections,  with 
expanded  exhibition  space,  good 
public  access  and  facilities  such 
as  meeting  rooms  and  a  shop. 
Medication  cards  The  Society, 
National  Pharmaceutical  Associ- 
ation and  the  Proprietary  Associ- 
ation of  Great  Britain  have  dis- 
cussed a  proposal  for  medication 
cards  for  non-prescription  medi- 
cines. The  cards  will  be  tested  in 
pharmacies  before  the  proposal 
is  taken  further. 

More  standards  The  RPSGB 
Council  approved  four  new  stan- 
dards for  professional  services 
for  incorporation  into  the  appen- 
dix to  the  Code  of  Ethics,  as  part 
of  the  review  of  standards  called 
for  by  the  'New  Horizon'  docu- 
ment. The  standards  relate  to: 

•  home  delivery  of  medicines 

•  domiciliary  oxygen 

•  needle  and  syringe  exchange 

•  the  collection  and  disposal  of 
unwanted  medicines. 

Guidance  is  being  prepared  on 
these  standards,  together  with 
those  on  services  to  nursing  and 
residential  homes  and  instalment 
dispensing,  which  were  approved 
at  the  June  meeting. 
More  vet  medicines?  The  Soci- 
ety is  to  seek  a  meeting  with  the 
Veterinary  Medicines  Directorate 
to  discuss  the  possible  reclassifi- 
cation of  appropriate  veterinary 
medicines  from  POM  to  P. 

Boots  drugs 

For  the  second  year  running, 
Boots  the  Chemists  will  be 
holding  a  Drug  Awareness  Month 
in  September,  in  conjunction  with 
the  Health  Education  Authority. 
Local  drug  action  teams  will  be 
based  in  stores,  giving  advice.  An 
updated  free  leaflet,  'Drugs  and 
solvents:  know  the  facts',  will  be 
available. 

UN  Co-op  cash 

United  Northwest  Healthcare  is 
donating  10p  to  the  British  Heart 
Foundation  for  each  medicine 
returned  in  a  charity  DUMP 
campaign.  The  scheme  started 
this  month  in  its  65  pharmacies.  It 
hopes  to  raise  £1,000  towards  a 
donation  of  £100,000. 


RPSGB  pushes  for  lead  role 
in  self-medication  coalition 


PRS  starts  installing  Script  Manager  for  GPs 


Practice  Resource  Systems  has 
started  installing  the  GP  side  of 
its  controversial  electronic  pre- 
scription system.  The  company  is 
hoping  to  have  50  sites  operable 
in  England  and  Wales  by  the  end 
of  the  month. 

The  system  will  allow  prescrip- 
tions to  be  generated  with  bar 
codes.  Other  programmes  to  be 
included  are  Ad-aid,  a 
methadone   maintenance  man- 


agement system;  and  Lab-view,  a 
system  for  sending  pathology 
test  results  direct  to  patients' 
records  in  the  GP  surgery. 

PRS  is  hoping  to  set  up  a  pilot 
network,  involving  five  GP  prac- 
tices and  20  pharmacies.  The 
company  was  not  able  to  confirm 
where  the  pilot  might  take  place, 
but  Wiltshire  Health  Authority 
has  been  approached  in  the  past 
(C&D  March  29,  p4). 


Pharmed  publishes  data  on  Internet 


in 
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BP  Commission  to  adopt 
Standard  Terms'  procedure 


The  llriiish  Pharmacopoeia 
Commission  Secretarial  lias 
issued  a  document  on  how  'Stan- 
dard Terms'  will  he  dealt  with  in 
subsequent  editions  of  the  BP. 

The  ( 'ninmission  is  proposing 
to  incorporate  relevant  Standard 
Terms  into  the  I  HTmilioii  and 
Labelling  sections  oi  mono 
graphs  from  the  next  edition  ol 
i<  />'/'.  The  established  title  of 
monographs  will  be  unchanged. 
New  HI'  monographs  lot  formu- 
lated preparations  will  only  use 
Standard  Terms. 

The  move  recognises  that  cer- 
tain terms  lor  formulated  prepa 
rations  in  the  I'K  have  not  been 
■signaled  standard  terms  Tor  use 
in  the  context  of  product  licens- 
ing in  the  European  ( 'oinnmnity. 
As  such,  there  are  a  small  num- 


ber of  formulated  preparations  in 
the  BP  1993  which  contain  terms 
othei  than  Standard  Terms  ( fi  >r 
example.  (  alanune  L<  >l  ii  hi, 
( lodeine  Linctus,  Simple  Linctus 
and  Talc  I  (listing  Powder). 

The  proposed  changes  would 
mean  that  m  Codeine  Linctus' 
case  its  nun  proprietary  name 
would  remain  unchanged,  but 
the  llelinition  w  ill  state  '( 'odeine 
Linctus  is  an  oral  solution  con- 
taining and  a  Labelling  slate 
ment  will  be  added:  'The  label 
states  that  the  preparation  is  an 
oral  solution'. 

A  list  ol  the  relevant  mono 
graphs  can  be  obtained  by  writ- 
ing to  t  he  />'/'(  om  mission  Secre- 
tariat ,  Room  1711!,  Market  Tow 
ers,  1  Nine  Elms  Lane,  London 
SW8  r>NQ,  enclosing  an  A  1  SAE. 


Methadone  review  announced 


The  Government  has  announced 
a  review  of  the  use  of  methadone 
as  a  drug  substitute  alter  claims 
made  in  a  recent  BBCl 
'anorama'  documentary. 
Junior  Home  <  H'fiee  minister 
Lord  Williams  of  Mostyn, 
responding  to  a  Lords  debate  on 
youth  crime,  said  the  review 
would  be  undertaken  bj  the  Gov- 
ernment's proposed  drugs  czar. 


"(  >ne  ol  the  duties  will  be  to 
urgently  review  oui  present  strat- 
egy and  to  make  recommenda 
tions,"  he  told  peers  "That  will 
include  a  review  of  treatment 
provision,  including  the  provi- 
sion of  methadone." 

Ih>  also  outlined  the  role  of  the 
drugs  czar,  who  w  ill  lead  the  fight 
against  drugs  and  co-ordinate 
effective  treatment  programmes. 


LETTERS 


Importance  of  staff  training 
not  in  question 

The  conclusion  that 
pharmacists  are  not 
interested  in  staff  training 
(C&D  June  21)  is  not  justified 
by  the  AAH  survey,  in  which  I 
took  part. 

We  require  all  our  staff  to 
undertake  continuous  training 
[including  me),  and  paid  time 
is  allowed  for  doing  so,  but 
when  we  answered  the  AAH 
survey,  we  interpreted  the 
question  differently  from  the 
way  in  which  it  has  been 
presented. 

We  do  not  question  the 
importance  of  good  staff 
training,  merely  whether  a 
pharmaceutical  wholesaler  is 
the  best  supplier  of  it. 

It  should  be  said  that  our 
staff  are  enthusiastic 
attenders  at  AAH  training 
sessions,  that  they  use  the 
video  training  materials 
provided  and  that  we  have  no 
complaints  about  the  quality 
of  AAH's  work.  This  may 
explain  the  "apparent  apathy" 


upon  which  Mr  Turner 

comments. 

G  Brack 

Truro 

A  growing  prevalence  of 
legal  pitfalls 

I  note  that  the  warning  to 
Take  less  Day  Nurse  if  taking 
Night  Nurse  at  night'  does  not 
now  appear  on  this  product's 
packaging.  As  these  two 
products  are  linked  by  word 
association  and  usage,  is 
this  not  a  dangerous 
omission? 

Will  anyone  now  stock 
terfenadine,  even  if  it 
manages  to  remain  a 
Pharmacy  medicine?  Will 
anyone  stock  Alka-Seltzer  if 
one  has  to  verbally  reassure 
customers  what  the 
ingredients  are7 

How  many  legal  pitfalls  do 
we  have  to  avoid  when  our 
counselling  is  only  verbally 
made? 
P  J  Rose 
Creditor! 


Get  Set 

For  runaway  sales  success  -  again 


I 


Last  year,  Diocalm  Ultra  sales  rose  an  incredible  45%  -  thanks  to 
you  and  our  extensive  radio  and  women's  press  campaign. 

This  year  we'll  be  spending  three  times  as  much  on  radio  and 
continuing  our  striking  women's  press  advertising  -  that's  more  than 
i/;  million  National  support  -  and  backing  all  this  with  unbeatable  trade 
deals.  So  get  set  -  Diocalm  Ultra  sales  are  about  to  move  even  faster. 

'Source  Independent  Pharmacy  Audil 


Diocalm 


ULTRA 

LOPERAMIDE  FORMULA 


Nothing  stops 
diarrhoea  faster 


xotiiim;  stops  m  vmumi;  v  faster 


Seton 

mm  Healthcare  Group  pic 

Contains  Loperamide  Hydrochloride  Ph  Eur  Always  read  ihe  label  Diocolm  is  a  Trade  Mark  of  Seton 

Abbreviated  Product  Information.  Presentation:  Blue  and  white  capsules  containing  2.0mg  of 
Loperamide  Hydrochloride  Ph  Eur  Indications:  For  the  symptomatic  treatment  of  acute  diarrhoea 
Legal  Category:  F  Product  Licence  Holder:  Seton  Products  Ltd,  Oldham  Diocalm  is  o  Trade  Mark  of 
Seton  Further  information  is  available  on  request  from  the  Licence  Holder, 
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uses  new  sales 
pharmacy 


Procter  &  Gamble  has  launc  hed 
a  major  drive  to  help  improve  the 
profitability  of  pharmacies  fol- 
lowing the  merger  of  its  cosmetic 
and  fragrance,  and  health  and 
beauty  sales  forces. 

The  company  has  set  up  a 
pharmacy  customer  business 
development  organisation,  struc- 
tured, the  company  says,  to  meet 
the  needs  of  the  rapidly  changing 
pharmacy  environment. 

There  are  four  specialist  teams 
within  the  new  organisation. 
•  The  pharmacy  customer  mar- 
keting organisation  is  responsi- 
ble for  ensuring  that  the  needs  of 
the  pharmacy  sector  are  under- 
stood. "Signific  ant  investment"  is 
being  made  in  research  to  under- 
stand what  determines  con- 
sumer shopping  habits  in  com- 
munity pharmacies. 

The  company  says  its  activities 
in  the  sector  are  increasingly 
being  targeted  at  consumers  who 
prefer  to  shop  in  community 
pharmacies  in  preference  to 
superstores  and  multiples.  It 
intends  to  take  a  lead  in  develop- 
ing category  management  in 
pharmacies,  a  collaborative 
process  between  the  manufac- 
turer and  wholesaler  to  help 
r  etailer  s  grow  sales  by  increasing 
consumer  value  and  loyalty. 

A  number  of  projects  have 


already  been  initiated  in  the  hair 
care,  skin  care,  disposable  nappy 
and  feminine  hygiene  categories. 

•  The  integration  of  t  he  t  wo  sales 
forces  gives  P&G  a  large  retail 
teairr  to  service  independents. 
Pharmacists  can  choose  between 
a  regular  visit  or  a  telephone  ser- 
vice. In  additiorr  to  information  on 
company  initiatives,  pharmacists 
can  get  advice  on  category  devel- 
opment, range  selection,  pricing 
strategies,  merchandising  tech- 
niques and  a  personalised  plano- 
gramming  service. 

Pharmacists  with  EPoS  can 
also  receive  help  in  analysing 
their  sales  and  developing  mar- 
keting strategies  to  suit  the 
demographic  profiles  of  their' 
customers. 

•  A  specialist  team  will  provide 
wholesalers  with  logistical  and 


marketing  support.  There  is 
"enormous  scope"  for  joint  ven- 
tures with  wholesalers  to  pro- 
vide pharmacies  with  healthcare 
and  OTC  marketing  initiatives, 
says  P&G. 

The  company  has  collaborated 
on  a  number  of  such  initiatives  in 
the  past  year  and  plans  to 
increase  the  level  of  investment 
in  the  future. 

•  A  fourth  team  will  work  with 
national  and  regional  multiple 
chains.  "We  believe  that  a  combi- 
nation of  a  strong  independent 
and  multiple  sector  will  increase 
investment  from  manufactur- 
ers," says  Brian  Carruthers, 
P&G's  pharmacy  division  man- 
ager (pictured  left  ). 

"Many  of  the  marketing  initia- 
tives that  are  deployed  across 
the  independent  sector  were 
originally  developed  by  the  mul- 
tiples. We  are  also  keen  to  help 
and  support  the  activities  of 
pharmacists  developing  smaller 
chains  of  pharmacies  in  the  UK." 

P&G's  sales  director,  Karen 
Higgins,  says:  "The  integration  of 
our  two  pharmacy  sales  forces 
has  provided  us  with  the  oppor- 
tunity to  make  a  significant 
investment  in  the  pharmacy 
c  hannel  and  a  major  commit- 
ment to  our'  pharmacy  cus- 
tomers, both  large  and  small." 


Pharmacists  receive  W  budget  hand-outs 


Pharmacists  could  benefit  twice 
from  the  budget,  says  the 
National  Pharmaceutical  Associ- 
ation. Brian  Dosser,  the  NPA's 
finance  officer,  says  the  cut  in 
small  business  corporation  tax 
from  23  per  cent  to  21  per  cent  is 
good  news  for  pharmacists. 

Those  who  are  thinking  of 
investing  in  a  shopfit,  he  adds, 
could  be  encouraged  to  do  so 
soon  because  the  rate  of  capital 


allowance  for  investment  on 
plant  and  machinery  has  been 
doubled  to  50  per  cent  for  the 
first  year.  The  Government  says 
this  temporary  rate  will  reduce 
the  taxes  that  small/medium- 
sized  businesses  pay  by  £230  mil- 
lion in  1998/99  and  by  SI 70m  in 
1999/2000. 

The  Federation  of  Small  Busi- 
nesses welcomes  the  budget 
overall,  but  says  it  does  not  help 


the  UK's  four  million  self- 
employed  businessmen,  who  still 
have  to  pay  tax  of  23  per  cent  or 
40  per  cent  . 

The  Forum  of  Private  Busi- 
ness, which  has  been  lobbying 
for  a  review  of  the  uniform  busi- 
ness rate,  because  it  says  the  sys- 
tem penalises  small  businesses, 
notes  that  the  chancellor  of  the 
exchequer,  Gordon  Brown,  ig- 
nored the  issue. 


Drug  multinationals  face  profitability  woes  from  strong  pound 


The  Labour  Government's  first 
budget  for  almost  20  years  will 
not  help  the  profitability  of  major 
multinationals,  such  as  Glaxo 
Wellcome  and  Smithkline 
Beecham,  which  have  stressed 
r  epeatedly  that  the  strong  pound 
is  harming  their  businesses. 

Chancellor  Gordon  Brown 
made  no  provision  to  tackle  the 
rise  in  consumer  spending  in  his 
budget  .  As  a  r  esult,  sterling  rose 


last  week  to  a  high  of  $1.69  as 
financial  markets  speculated 
that  the  Bank  of  England  would 
soon  increase  interest  rates  by 
0.25  per  cent  to  curb  inflation. 

Drug  companies,  however,  are 
c  oy  about  how  the  pound  is  cur- 
rently affecting  their  earnings. 
Smithkline  Beecham,  which  lost 
potential  pre-tax  profits  worth 
S41  million  during  the  first  quar- 
ter because  of  a  strong  sterling,, 


refuses  to  speculate  on  how  the 
pound's  present  value  could 
affect  its  year-end  results.  It 
stresses  that  its  underlying  per- 
formance is  strong,  irrespective 
of  the  pound. 

The  chancellor,  however,  has 
sought  to  help  companies  by 
trimming  the  main  rate  of  corpo- 
ration tax  from  33  per  cent  to  31 
per  cent.  About  500,000  firms 
will  benefit  from  the  cut. 


Ethical  flotation  dashed 

Ethical  Holdings  has  scrapped 
plans  to  float  on  the  Stock 
Exchange  because  of  a  lack  of 
interest  among  investors.  The 
company  has  also  decided  not  to 
acquire  Clonmel  Healthcare,  an 
Irish  pharmaceutical  company, 
since  it  had  planned  to  use 
money  from  its  listing  to  finance 
the  bid.  Ethical  is  now  looking  at 
its  options,  which  include  a 
potential  merger  or  putting  the 
company  up  for  sale. 

Streamlining  inspections 

European  and  US  regulatory 
authorities  have  agreed  to 
recognise  each  others' 
inspection  procedures  for 
pharmaceutical  plants.  The  ABPI 
says  the  agreement  is  a 
"significant  step  forward"  that 
removes  regulatory  barriers  in 
transatlantic  trade.  The  agree- 
ment will  be  implemented  after  a 
three  year  transition  period. 

Glaxo  to  sell  Annan  plant 

Glaxo  Wellcome  is  selling  its 
plant  in  Annan,  Scotland,  to  US- 
based  contract  manufacturer 
Chirex  for  £40  million.  GW  says  a 
manufacturing  review  had 
concluded  that  the  plant  was 
under-utilised.  Chirex  says  it  will 
not  make  any  compulsory 
redundancies  among  the  plant's 
170  staff.  It  plans  to  invest  £30m  in 
the  site  over  the  next  five  years. 

Chemex  -  offer 
to  exhibitors 

Would  you  like  30  minutes  to 
present  the  topic  of  your  choice 
to  a  captive  audience  of  phar- 
macists? You  can  if  you're  plan- 
ning to  exhibit  at  Chemex  '97. 

The  organisers  are  introduc- 
ing a  Seminar  Theatre  to  show- 
case exriibitor-led  sessions  - 
part  of  a  plan  to  introduce  more 
stimulating  services  to  visiting 
pharmacists  and  buyers. 

Positioned  prominently  on 
the  exhibition  floor,  the  theatre 
is  designed  to  offer  visitors  free 
sessions  on  a  wide  range  of  top- 
ics, prodircts  and  services. 

Time  slots  in  the  Seminar 
Theatre  are  free  of  charge  and 
will  be  booked  on  a  first-come, 
first-served  basis.  For  more  de- 
»    '  ils,  contact 
a  0     istie  Dennis, 

jl     H      31  987  7703. 

/A\  mentary 
|\|  tickets  to 
1      W    J  Chemex, 
^        call  the  hot- 
line num- 


EX'97 
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ber:  01203 
426482. 
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'Glaxo  lacks  investor 
appeal  in  short-term' 


Glaxo  Wellcome  is  unlikely  to 
ittract  ;i  huge  number  of 
investors  in  the  short-term 
because  of  uncertainty  over  its 
ales  growth,  according  to  Nigel 
Jarnes,  a  phat  maceutical  analyst 
at  Merrill  Lynch 

Mr  Barnes,  who  was  giving  an 
analyst  's  view  to  the  Pharmaceu- 
tical Marketing  Society,  said  the 
doubts  sieni  I  n  mi  the  imminent 
expiry  til  Zantac's  patent  and 
concern  that  GW's  new  products 
will  not  generate  as  much  growth 
is  I  In  ise  ol  lis  c<  impetitors. 

He  added,  however,  that  GW's 
size  makes  h  the  world's  leading 
drug  company.  It  has  an  excep- 
lional  new  product  How  and  its 
long-term  outlook  looks  much 
brighter. 

Smithkline  Beecham,  mean- 
while, is  in  "good  shape"  to  sin  iw 
some  growth  and  its  margins  are 
■xpeeted  to  rise,  helped  by  some 
estructuring. 

SB  has  forecast  that  its  sales 
will  "row  in  double  digits  -  Mr 


Barnes  expected  the  rise  to 
exceed  1 5  pel  cent  pel  annum 

Zeneca's  new  product  porl 
folio  deserves  praise,  said  Mr 
Barnes.  By  the  end  of  the  year 
the  company  will  have  brought 
mil  nine  new  products,  which 
w  ill  have  a  significant  impact  mi 
its  earnings.  These  include 
Zomig,  a  migraine  treatment 
which  received  its  regulatory 
approval  in  the  1  K  in  March,  and 
whose  annual  sales  are  expected 
lo  exceed  $500  million. 

Ii  has, in  established  franchise 
in  cardiovasculai  medicine  and 
has  no  major  patent  expiries 
until  -3HV2. 

In  the  1  S  market,  Pfizer's  sales 
have  consistently  been  strong 
and  it  will  remain  one  of  the  best- 
performing  drug  companies 
there  for  some  time. 

The  pharmaceutical  industry, 
said  Mr  Barnes,  still  offers 
investors  excellent  value  for 
money  because  it  is  relatively 
recession-proof. 


Awarding 
excellence 


Top  pharmacists  are  invited  to 
enter  the  Switch  Independent 
Retailer  Excellence  Awards  1997. 

For  the  fourth  consecutive 
year  C&D  is  sponsoring  the 
awards  for  the  pharmacy  sec- 
tor. This  category  is  open  to  all 
independents,  regardless  of  the 
size  and  turnover  of  their  busi- 
ness. Entry  forms  for  the  com- 
petition can  be  obtained  by  tele- 
phoning 0800  413415.  All  entries 
must  be  sub- 


i  taumnniii 


mitted  to  the 
f  o  1 1  o  w  i  n  g 
address  by 
September 
5:-  Switch 
Independent 
Retailer 
Excellence 
A  w  a  r  d  s 
1997,  British 
Chambers  of 
Commerce, 
M  a  n  n  i  n  g 
House.  22 
Carlisle 
Place,  Lond- 
on SW1  1JA. 


Novartis  focusing 
on  pharmacies 

Novartis  is  setting  up  a  UK  sales 
and  trade  marketing  department 
whose  aim  is  to  build  its  phar- 
macy business. 

Speaking  at  the  I  K  launch  of 
its  nasal  douche,  Rhinomer  (see 
plO),  Novartis  Consumer  Health 
sales  and  trade  marketing  direc- 
tor Les  Wood  said  pharmacists 
are  the  vital  link  in  the  self-med- 
ication business.  He  believed  this 
was  es] iceialh  so  with  a  brand 
such  as  Rhinomer,  already 
launched  in  Italy.  Switzerland, 
Spain,  Portugal  and  Germany, 
and  in  France  as  Physiomer. 

Mr  Wood  says  Rhinomer  is  now 
one  of  Novartis'  pan-European 
brands,  which  include  Eur  ax, 
Lypsyl,  Nicotinell,  Otrivine  and 
Piz  Buin.  The  company  wants  to 
build  the  brand  into  one  of  its  top 
three  best-sellers,  first  through 
hospital  specialist  and  pharma- 
cist recommendation,  followed 
by  consumer  advertising. 
#  Two  former  staff  of  Novartis 
Consumer  Health  have  followed 
Jonathon  Yardley  to  Boehringer 
Ingelheim's  self-medication  divi- 
sion, Windsor  Healthcare. 

David  Wright  is  now  head  of 
sales  and  Andy  Brough  has  joined 
as  head  of  marketing. 


"1  IS  share  prices  for  ding  cm  >m- 
panies  are  much  highei  than  in 
the  UK,"  he  said,  w  hich  is  why 
l  K  companies  will  continue  to 
grow  [a  large  i  iart  ol  the  c<  impa- 
nies'  business  is  in  the  US],  The 
risk  is  thai  the  I  S  [stock  mat  ket  | 

Cliches  a  cold  " 

Drug  companies,  meanwhile, 


are  paying  more  attention  to 
their  manufacturing  processes  to 
increase  then  profit  margins  In 
then  quest  for  efficiency,  the 
companies  are  assessing  their 
new  products  more  "brutally" 
than  before 

SB    decided    In    abandon  Its 

i  icai  mi  'lit  fi  >i  i  heumah  ml  arthri 
its,  for  example,  whereas  "in  the 
past,  SB  may  have  carried  on  and 

allowed  the  drug  to  exist  by 
increasing  its  pri<  ■<•".  he  said. 

As  major  drug  companies  have 
si i  many  new  products,  then 
shares  are  hardlj  affected  when 
thej  di i  ip  one  "I  can  1 1 'member  a 
tune  when  a  company's  shares 
[price]  would  drop  15-20 1  >ei  cent 
il  it  pulled  out  ol  a  Phase  III  trial 
but  there's  no  response  these 
days,"  he  said. 


Pulsford  takes  on  top 
job  at  SB  Consumer 


Smithkline  Beecham  has  ap- 
pointed Simon  Pulsford  as  gen- 
eral manage!  of  its  I  K  consumer 
healthcare  business.  Mr  Pulsford 
will  take  up  his  post  on  August  1 
and  succeeds  Russ  Mi  n  an,  who  is 
returning  to  the  I  "S. 

Mr  Pulsford  has  been  with  SB 


since  L979  and  has  held  a  numbet 
ol  marketing  and  general  man 
ager  positions  in  the  UK,  Tokyo 
and  across  Europe 

Since  September,  1995,  he  has 
been  general  manager  of  SB  Con- 
sumer Healthcare  in  northern 
Eun  ipe 


MOTOR  INSURANCE 

Dedicated  to  Pharmacists, 
that's  PM1 s  JEW  Motor  policy. 

For  details  of  the  wide  benefits  provided 
and  your  quotation  call: 

0800 

216118 
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■ 

THE  PHARMACY  MUTUAL  INSURANCE  COM 

M  St  Peter's  Street.  St  Albans.  Herts.  AL1  3NP.  Facsim 

assified 


Appointments  £26  P.S.C.C.  +  VAT  minimum  3x1 
General  Classified  £24  P.S.C.C.  +  VAT  minimum  3x2 
Box  Numbers  £12.00  extra.  Available  on  request. 
Copy  date  4pm  Tuesday  prior  to  Saturday  publication. 
Cancellation  deadline  10am  Friday;  one  week  prior  to  insertion  date 
All  cancellations  must  be  in  writins.  Contact  Michelle  Edmonds. 


Chemist  and  Druggist  (Classified),  Miller  Freeman  PLC, 
Sovereign  Way,  Tonbridge,  Kent  TN9  1RW 
Tel:  01732  377222  Internet:  http://www.dotphanTiacy.com/. 
ALL  MAJOR  CREDIT  CARDS  ACCEPTED 


APPOINTMENTS 


AGENTS  REQUIRED,  ALL  AREA 

Agents  required  with  existing  Chemist 
Nursing  Home  calls  for  simple,  non- 
medicinal,  bolt-on  product.  Minimum 
paperwork  involved,  no  stock  holding 

Please  contact  Paul  Sweeney  on: 


LOCUM  PHARMACISTS  FOR 
MENAI  PHARMACY,  MENAE  BRIDGE 

Required  three  or  four  days  each  week. 
Excellent  supporting  staff,  excellent  rates  of 
pay.  Yn  eisiau  fferyllydd  tri  neu  bedwar 
diwrnod  pob  wythnos.  Cyflog  ardderchog. 

Telephone: 
01248  712328  (day),  01248  670238  or 

01248  713926  (evenings) 


DURHAM 

Enthusiastic  Pharmacist  required  to  join  a 

friendly  team  of  three  others 
■  Pleasant  and  varied  working  environment 
•  Hours/Salary  package  by  negotiation 
•  Job  share  considered 
Contact  Jane  Wright  or  Lisa  Richardson 
on  01740  620314  (days) 

or  Alan  Phillips  on 
01740  622285  (evenings) 


HALIFAX 

Pharmacist  Manager  required  for  busy  suburban 
pharmacy,  minimal  paperwork,  4  day  week, 
4  weeks  holiday.  Excellent  salary  with 
bonus  linked  to  performance. 
Apply  to:  Andrew  Brass  on 
01422  365062  (day)  or 
01924  497471  (eves  &  weekends) 


BLACKBURN 

Professionally  and  independently  managed  and 

easy-to-run,  busy  pharmacy. 
•  Supported  by  a  happy  and  competent  team. 
•  Manager  immediately  required 
•  Remuneration  and  working  hours  by  negotiation 
Please  telephone  01 204  394525 
(day/weekdays)  or  0 1 204  86 1 642 
 (evenings/weekends)  


ROCHESTER,  KENT 

Enthusiastic  Pharmacists  required. 

★  £16  per  hour  + 
*  3  hours  on  Saturday  mornings  ★ 
★  Beautiful  new  shop  with  excellent  staff  ★ 

just  no  IT! 
Contact  Mr  Keith  Stevens  on: 

01634  817317 


CRAWLEY,  WEST  SUSSEX 

£30,000 

Self-motivated  full-time  Pharmacist  Manager 
required  for  an  attractive  branch. 

•  Full  head  office  support 

•  Excellent  supporting  staff 

•  Minimum  paper  work 

•  Accommodation  available  if  required 

Telephone:  01293  517346  (day) 
0181  668  5006  (eve.) 


SMBLEY 

Superintendent  Pharmacist. 

Enthusiastic  Manager  required  (or  easily-run 
ndependent  pharmacy  with  excellent  (ulure  tor  hard- 
working and  pleasant  personality  pharmacist 
Attractive  remuneration  package.  Hours  ol  work 
negotiable,  minimum  42  hours  a  week 

Tel:  0181  838  1881 
Fax:  0181  838  1882 


ROCHDALE 

Pharmacist  Managers  required  for 
newly  opening  Supermarket  Pharmacy. 

*  Hours  and  salary  negotiable  * 

★  Excellent  Supporting  Staff  ★ 

•Telephone: 

0161  681  1291  or 
0161  445  1999 


ASHINGTON, 
NORTHUMBERLAND 

Locums  required  for  busy  village 

pharmacy.  Short  hours,  good 
supporting  staff,  long-  or  short- 
term  considered.  Top  rate  paid 

Tel:  0191  413  9325  or 
0836  330157 


HUDDERSFIELD 

To  £30,000 

Please  write  to: 

Roy  Henstock, 
Newsome  Pharmacy, 

la  Church  Lane, 
Newsome, 
Huddersfield  HD4  6JE. 


LONDON  E13 

Dispensing /Shop 
Assistant  required  for  a 
pleasant  and  modern 
Pharmacy.  Must  hold 

driving  licence. 
Hours  by  arrangement. 

Tel:  0171  476  1326 
or  Eves  0181  500  7246 


LEWIS 


N€fnllfST 


*SEVENOAKS  (KENT)  ELTHAM  (S.  E.  LONDON)  MORDEN  (S.  LONDON) 
BRIXTON  (S.  LONDON)  DOWNHAM  (KENT] 
Rapidly  expanding  chain  reguires  manager  for  above  branches.  Excellent  package 
inc.  free  medical  insurance  and  pension  scheme. 
Relief  pharmacists/ locums  also  required  for  London  and  surrounding  counties 
Call  Rajesh  Patel  0181  681  3355  (home)  0181  689  2255  (office) 
*Taybi  on  01732  452452  (day)  01732  771284  (evenings) 


PORTADOWN 

Independent  Community  Pharmacists  required. 

Enthusiastic  Pharmacists  to  help  develop 

two  modern  Pharmacies. 
■*  Excellent  Conditions  *  Minimum  Paperwork 
*  Five  Day  Week  *  Competitive  Salary 

*  Newly  Qualified  Considered  + 
Enthusiasm  and  flexibility  essential. 
Please  contact  Mr  R.  Anderson  on: 

01762  330266  (9.00  -  6.00  p.m.] 
01762  335498  (evenings) 


Airdrie 

Superintendent  Pharmacist 
Experienced  Pharmacist  required  for 
busy,  late  opening  pharmacy.  Position 
also  available  for  Pharmacist. 
Newly  registered  welcome. 
Please  apply  in  writing  with  CV  to 
Mrs  McAuley,  Monklands 
Pharmacy,  108  Deeds  Street, 
Airdrie  ML6  9AF. 


EDINBURGH 

Manager  for  pleasant  suburban  shop. 
*  Good  supporting  staff  * 
*  Excellent  prospects  for  right  person  * 
*  Newly  registered  welcome  * 
Apply  with  CM  to  A.  Skinner  at 
195  Whitehouse  Road, 
Edinburgh  EH4  6BW 


Old  Hill,  Cradley  Heath 

Pharmacist  manager  required  for  a  busy 
dispensing  and  distributing  pharmacy  for  a  group 
of  five.  Unique  opportunity  to  assist  proprietor  in 
all  aspects  of  running  of  his  group. 

*  Five  day  week 

*  Salary  commensurate  to  position 
Apply:  A.  C.  Ferguson,  Brettle  Chemist, 
216  Halesowen  Road,  Old  Hill,  Cradley 

Heath,  West  Midlands  B64  6HN. 


Elmfield  Drugs  Ltd 

Bigginhill  &  Westerham  (Kent) 

Manager  or  long  term  locum  required  for  easily  run 

village  pharmacy 
•■  NEWLY  QUALIFIED  OR  GRADUATE  QUALIFYING 

THIS  SUMMER  CONSIDERED 
*  Competitive  salary  with  pension  to  reflect  commitment 

and  motivation 
*■  Minimum  paper  work 
»  Good  working  hours 
*"  Excellent  supporting  staff 
*"  Flat  available  if  required 

Contact  Navin  Patcl 
Tel:         563  l  it)  (Officel  or  01322  527244  (Home) 


Filey,  North  Yorks 

This  pleasant  community  pharmacy  requires  a 
Pharmacist  Manager  to  cover  for  maternity  leave 
from  November  97  to  February  98.  Job  share 

or  long-term  locum  would  be  considered. 
Apply  to:  PT  &  HJ  Richardson  Pharmacy, 
32  Belle  Vue  Street,  Filey,  North  Yorks  Y014  9HY 
or  telephone  01 904  622761  (day) 
01904  654547  (eves)  for  details. 


Registered 
Pharmacists  get  the 
best  start  in  life 

1)  £50.000  for  45  hour  week 

2)  Subsidised  car 

3)  Free  mobile  phone 

4)  Accountancy  service  for  self- 
employed 

5)  Total  flexibility 

Nationwide  openings. 
Full-  or  Part-time, 

Newly  registered  welcome. 

Managers  earn  £1 50  -  £200  on  your 
day  off!  Everyone  welcome. 
Ring  now  to  register. 

RAPID  RELIEF  LOCUMS 

01924  493762/01484  841065 


BIRMINGHAM 

-  Pharmacy  Technician/ 
Sales  Assistant  required 
in  Wandsworth  area. 
Telephone: 
0121554  9723 


APPOINTMENTS 


LOCUMS 


SHOP  MERCHANDISER 

An  experienced  category  management  person  required  to  join  a  team  in 
order  to  enhance  sales  and  profit  of  a  fast-expanding  pharmacy  chain. 
Must  be  mobile  and  able  to  train  and  motivate  others. 


D  A  Y 
LEWIS 


ilif! 


Please  reply  with  C.V.  to:  Alison  Bird,  Day  Lewis  pic,  Bensham  House, 
324  Bensham  Lane,  Thornton  Heath,  Surrey  CR7  7EQ 
TEL:  0181  689  2255  FAX:  0181  689  0076 


LOCUMS 


PROVINCIA 
LOCUM 

We  have  over  5,000  pharmacists 
registered  PLUS  experience  of 
handling  over  250,000  booking 


PHARMACY 
SERVICES 


•  Provided  by  experienced  staff. 

•  Locum  bone-fides  checked.  to 

•  A  mobile  &  motivated  locum  pool. 

•  NATIONWIDE  COVERAGE 

•  Pharmacist  staff  to  deal  with 
technical  issues. 

LEAVE  THE  WORRY  TO 


BvwiMqlum  0121-233  0233 
NwuHtU  0191-2330506 
Mmchita  0161-766  4013 
Sheffield  0114-2699  937 
EdmiuAqlt  0131-2290900 
Cardiff  01222549174 
Lmdo*  01892515963 
BxhHm       01392  422244 


MEKA  LOCUMS 

For  The  Best  Work  In  Or  Out  Of  Town 
call:  0171  372  3399 
Tel/Fax:  0171  328  1880 
Mobile:  0958  350602 

and  register  now 

WE  AIM  TO  GIVE  YOU  A  FIRST  RATE  SERVICE 
And  even  provide  a  tree  phone,  tree  connection 
and  tree  calls  lor  those  who  need  it. 


ESSENTIAL  LOCUM 
SERVICES 
ELS 

Pharmacists,  locums  and  Technicians 
are  invited  to  register. 
•  Nationwide  coverage  • 
•  Competitive  prices  • 

Call  Sue  on  0121  4441)1)75 


DIRECT  LOCUMS 

Top  quality  locums  needed. 
NA  TIOlVWinJE 

Free  Registration. 
Top  Rates  Offered. 

CALL:  0973  755  556/0956  504  291 
FAX:  0181  875  0707/01895  622  665 

TRY  I 5  FIRSH  DONT  LEAVE  IT  TOO  UTE. 


Need  a  holiday?  "YES"  then 

CALL  NOW! 
0181  863  8600  (TEL) 
0181  863  8660  (FAX) 

Quality  Pharmacists  with  Retail  Experience 
available  for  Short-  &  Long-Term 
NATIONWIDE 

TRY  US  BEFORE  ITS  TOO  LATE 
COMPETITU  E  RA  TES 


BUSINESSlink 


A  FREE  Service  for  Chemist  &  Druggist  Subscribers 


EXCESS  STOCK 


TRADE  LESS  25%+ VAT  -  1x20 
Cohesive  ostomy  seal  839002,  7x10 
Hollister  pouch  3262,  2x3-pk 
Jacques  Nelaton  catheter  14ch 
DT6 115-1  (exp  9/99),  1x30  Dansac 
Unique  25mm  319-25,  2x30  Dansac 
Unique  35mm  3 1 9  225-35,  hxlOOml 
Diazepam  2mg/5ml  syrup  (exp 
12/97)  and  many  others.  Tel:  0161 
789  3207. 

TRADE  LESS  50%+VAT+ 
POSTAGE  -  1  Suprecur  nasal 
spray  (exp  8/97),  Aspav  tabs  (exp 
10/97).  Tel:  0181  788  3053. 

TRADE  LESS  30%+VAT  -  84 
Sinequan  50mg  (exp  10/97),  112 
Cytotec  (exp  12/97),  28  Oruvail  150 
(exp  8/97),  56  Lederfen  50  (exp 
8/97),  66  Lamictal  25mg  (exp 
11/97),  94  Lamictal  50mg  (exp 


11/97),  100  Franol  (exp  11/97),  88 
Trental  400  (exp  8/97).  Tel:  0161 
998  3912. 

TRADE  LESS  40%+VAT  -  7x30 
Manerix  300mg  tabs  (exp  5/98). 
Tel:  0191  386  6837. 

TRADE  LESS  35%+VAT  -  2x2x1 8g 
Iodoflex  8cmxl0cm  (exp  10/97). 
Tel:  01924  252974. 

TRADE  LESS  25%+VAT+ 
POSTAGE  -  2x60  Loron  520, 
1x100  Haldol  lOmg,  3x8  Dostinex 
0.5mg,  2x10ml  Gestone  lOOmg, 
4x100  Dalacin  C  150mg,  28  Cal- 
cium folinate  15mg.  Tel:  0171  730 
1080. 

TRADE  LESS  35%+VAT  -  Celance 
50mcg  (exp  3/98).  Trade  less  55%  - 
Dyspamet  susp  (exp  9/97).  Trade 
less  57%  -  Priadel  liquid  (exp  7/97). 
Trade  less  70%  -  Baycaron  (exp 
12/97).  Trade  less  50%  -  Pentasa 
enemas   (exp  8/98).   Tel:  01704 


PH  ARM-ASSIST  „«Sh,be 

Professional  Locum  Introduction  Service 

Committed  to  Dispensing  Chemists  and  Pharmacists 


Work  available  NOW  in  the  following  areas. 

LEEDS,  BRADFORD,  WAKEFIELD,  D0NCASTER.  SHEFFIELD,  MANCHESTER  (AND  SUBURBS 
LIVERPOOL,  DERBY.  STOKE-ON-TRENT,  NOTTINGHAM,  HULL,  GRIMSBY  AND  YORK 

Please  call  TADCASTER  01937  833996 

FREE  REGISTRATION  24  HOURS 


S.O.S.  LOCUMS  AND  NEWLY  REGISTERED 

TOP  RATES  OF  PAY.  £15.50/HR  +  MILEAGE  +  TRAVEL  TIME. 

NATIONAL  COVERAGE 
CALL  US  NOW:  0121  555  8807/0973  251501 

SUBSIDISED  ACCOUNTANCY  AND  FINANCIAL  SERVICES  ALSO  AVAILABLE. 
MANAGERS  EARN  FROM  £150  -  E200  ON  DAY  OFF. 


BUSINESSES  FOR  SALE 


ALLIANCE  VALUERS  &  STOCKTAKERS 

Telephone  (01423)  508172 


LEEDS 

Easily  managed  pharmacy  serving  densely  populated 
central  suburb  Estimated  T/0  FYE  31  May  97  £358.000 
under  management  NHS  ilems  average  around  3.000  per 
mnnlh  Premises  held  on  council  lease  Very  low  overheads 
-  a  highly  profitable  concern  Oilers  around  £130,000  lor 
GW/Fix  SAV 

SW  LONDON 

Pharmacy  in  pleasant  neighbourhood  shopping  parade  and 
oppnsite  surqery  Projeited  T/0  FYE  June  97  £340.000  NHS 
items  average  1.900  per  month  Attractive  leasehold 
property  at  modest  rent  Very  easily  run  showing  good 
prolits  Otters  invited  around  £110,000  tor  GW/Fix  SAV 


PHARMACIES  WANTED 

We  have  a  registered  purchaser  (Individual)  with  substantli 
funds  seeking  a  pharmacy  in  Jersey. 
Guernsey  also  considered 
All  replies  in  confidence 

AVAILABLE  SHORTLY 

We  have  new  Instructions  available  tor  release  shortly  in 
SOMERSET 
N  &  E  LONDON 
DEVON 
GLOUCESTERSHIRE 
Please  telephone  tor  further  details 


Business  &.  Assets  For  Sale 

Established  Dispensing  Chemist  in  Balham  SW12 

U  Fully  fitted  leasehold  property 

□  NHS  prescriptions  c.  1,860  per  month 

□  Turnover  for  y/e  31.05.96  c.£253,000 

EDWARD  SYMMONS 

□  Situated  in  busy  retail  parade 

&  PARTNERS 

Quote  Reft  CRBH 

Fax:  0171  403  1947 

Tel:  0171-407  8454 


28437. 

TRADE    LESS    20%+VAT    -  10 

Flixotide  250mcg  (long  expiry). 
Tel:  0181  743  7354. 

TRADE  LESS  25%+VAT  -  Yeastvite 
24,  Feldene  gel  60g,  3  Adizem  180, 
2  Atromid  S,  2x28  Aldactone 
lOOmg,  1  Bncanyl  5mg  tabs.  Tel: 
0181-223  0646. 

TRADE  LESS  33%+VAT  -  3x60 
Loron  520  (exp  1/99),  12  Intron-A 
solution  10,000,000  iu  (exp  11/99), 
2  Intron-A  vials  and  diluent 
10,000,000  iu  (exp  7/98),  refriger- 
ated. Tel:  01932  842632. 

TRADE  LESS  20%+VAT  -  Cedo- 
card  5mg  (exp  7/98),  Tranxene 
7.5mg  (exp  5/98),  Aspirin  300nig 
E/C  (exp  11/97),  Allegron  25mg 
(exp  12/97),  Sandimmun 
lOOml/lml    (exp    9/97),  Danol 


lOOmg  (exp  5/00),  Retrovir  250mg 
(exp  1/99),  Androcur  50mg  (exp 
10/98),  Indocid  R  75mg  (exp  8/99), 
Glucophage  500mg  (exp  10/00), 
Cedocard  retard  20  (exp  5/99), 
Nuelin  SA  175mg  (exp  6/98), 
Suprax  200mg  (exp  2/98),  Supref- 
act  rt/s  (exp  7/97).  Tel.  0181-989 
0070. 

TRADE  LESS  40%+VAT  -  3x30 
Sandirnmun  (exp  1/99),  2  boxes 
2x58  Tilade  inhaler  (exp  10/97),  2 
Betagan  0.5%  eye  drops  (exp 
12/97).  Tel:  01978  355635. 

TRADE  LESS  30%+VAT  -  4x100 
Sabril  500mg  (exp  3/00),  8x50 
Sabril  PI  500mg.(exp  1/01).  Tel: 
0181-959  2144 

TRADE  LESS  30%+VAT+ 
POSTAGE  -  29  Intron-A  5  Mega 
(exp   11/99),  5  Roferon-A  3miu 


EXCESS  STOCK  CAUTION 

Pharmacists  are  responsible  for  the  quality,  safety  and  efficacy  of 
medicines  they  supply.  In  purchasing  from  sources  other  than 
manufacturers  or  licensed  wholesalers,  they  must  satisfy  them- 
selves about  product  history,  conditions  of  storage  and  so  on. 


BUSINESSES  WANTED 


PRODUCTS  AND  SERVICES 


iiirs 


LEWIS  j 

Expanding  chain  of  over  30  pharmacies  &  opticians  seeks 
to  acquire  pharmacies  in  excess  of  £400,000  turnover  in 
South  East  England  and  East  Anglia.  FREEHOLD 
PURCHASED.  For  a  quick  sale  please  write,  telephone  or 
fax  details  in  strictest  confidence  to: 

Kirit  Patel,  Day  Lewis  Pic 
Bensham  House,  324  Bensham  Lane, 

Thornton  Heath,  Surrey  CR7  7EQ 
Tel:  0181  689  2255.  Mobile  0860  484999 
Fax:  0181  689  0076 


COMPUTER  SERVICES 


Alchemist  3000  PMR 

dispensary  system 
NEW  VERSION!!!!!! 

Prophet  2000  EPOS 
Intelligent  till  system 
Transform  your  business 


1st  for 
SERVICE 


We  use  our 
engineers 


We  deliver  & 
install  FREE 


CHEMTEC  SYSTEMS  LTD. 
The  Old  Police  Station,  Golden  Hill,  Leyland  PR5  2NN 
Tel  (01772)  622839 fAX  (01772)  622879 


BUSINESSlink 


A  FREE  Service  for  Chemist  &  Druggist  Subscribers 


HOW 

to  INCREASE  your  PROFIT 
without 
INCREASING  your  Turnover? 

For  further  Details  On  a 

"New  Deal' 
from  SUPPLIERS 
to  CAMRx  Buying  Group 
Call  now  on  FREEPHONE 


0800  526074 

Mr.  R.  L.  Hindocha.  BPharm.MR  PharmS.FinstD. 
54/62  Silver  Street,  Whitwick,  Leicestershire  LE67  3ET 


tabs  xll  (exp  1/98),  Tagamet 
800x60  (exp  2/98),Cafergot  tabs 
200  (exp  3/98),  Daneral  SA 
75mgx60  (exp  4/98).  Tel:  0116-266 
0952. 


akion  lOnig  (exp  7/98).  Tel:  0149; 
842737. 


FOR  SALE 


syringes  (exp  10/98).  Tel:  01203 
459909. 

TRADE  LESS  30%  +VAT+ 
POSTAGE  -  15x5  Nelaton 
catheters,  2x70ml  Zinnat  suspen- 
sion, 1x100  Lopid  300mg.  Tel:  0171 
739  4723. 

TRADE  LESS  25%  +VAT+ 
POSTAGE  -  2x8  Lariam  (exp 
4/98),  2x100  Dipentuni  250mg  (exp 
5/01),  1x30  Sandimmun  50mg  (exp 
3/99),  2x56  Uniphyllin  200nig  (exp 
5/99),  1x30  Conveen  Urisheath 
5206  (exp  12/99),  200  Franol  Plus 
(exp  9/98),  500  Diumide-K  (exp 
12/98).  Tel:  01903  786164. 

TRADE  LESS  30%+VAT  -  56  Flexin 
75mg  and  25mg,  5x28  Feldene 
Melt,  5x56  Prescal  2.5mg,  4x28 
Pepcid  20mg,  1x50  Antabuse,  3x 
Anafranil  75mg,  3x  Anafranil  lOmg, 
215  Atromid  S,  56  Negram,  28 
Plendil  lOmg.  Tel:  01474  533047. 


TRADE  LESS  25%+VAT  -  4x28 
Transiderm-Nitro  10,  2x30  Surgi- 
care  S296,  1x5  S353,  3x30  Conveen 
5135.  Tel:  0181  550  9003. 

TRADE  LESS  30%+VAT  -  2x10 
Hirst  Stoma  bibs,  2  Norplant 
implants  (exp  5/98),  8  Pergonal 
75iu  (exp  6/98),  4x10  Pergonal  75iu 
(exp  7/98),  1  Profasi  10,000+Dil 
(exp  4/98),  2x30  Provera  tabs 
200mg  (exp  9/98),  1x56  Pylorid 
tabs  400mg  (exp  10/97),  1x28 
Pylorid  tabs  400mg  (exp  10/97)  and 
many  others.  Tel:  01455  637510. 

TRADE  LESS  25%+ VAT + 
POSTAGE  -  7x56  Androcur  50mg 
(exp  2/00),  3x20  Risperdal  lmg 
(exp  7/98).  Tel:  0181  884  3134. 

TRADE  LESS  30%+VAT+ 
POSTAGE  -  Diabenese  lOOmg 
xl40  (exp  7/98),  Lodine  SR 
600mgx30  (exp  12/97),  Progynova 
TS  forte  1  box  (exp  1 1/97),  De-nol 


TRADE  LESS  50%+VAT  -  6 
Genotropin  4iu  Kabiquick  (exp 
8/97),  6x  Zofran  tabs  8mg  (exp 
8/97),  10x3ml  Human  Mixtard  20 
pen  (exp  8/97),  4x0. 2ml  Konakion 
MM  paed  amps  (exp  8/97).  Tel: 
0171-254  8487. 

TRADE  LESS  25%+VAT 
Genotropin  Kabiquick  2iu  1x10, 
1x100  Aventyl  pulvules  lOmg, 
1x100  Kinidin  durules  250mg, 
1x100  Loniten  tabs  5mg,  1x100 
Mexitil  caps  50mg,  1x84  Neurontin 
amps  300mg,  4x56  Sectral  caps 
200mg,  2x28  Sectral  tabs  400mg, 
1x56  Sorbid  SA  caps  40mg  Tel: 
0171-834  4721. 

TRADE  LESS  30%+VAT+ 
POSTAGE  -  2  Intron  A  5  mega 
units  (exp  3/99),  2x3x1  ml  Deca- 
Durabolin  lOOmg  (exp  8/98),  12 
amps  Miacalcic  50iu/ml  (exp 
11/99),  1x5  Lasix  amps  50mg/5ml 
(exp  1/99),  23  amps  Nozinan 
25mg/ml  (exp  99),  8  amps  Kon- 


TABLET  COUNTER  -  KL.8.  S550 
plus  carriage.  Tel:  01228  24848. 

LINK  LEVEL  2  -  Computer  system, 
monitor,  Epsom  printer,  modem 
including  tape  streamer.  £500  Tel: 
0181  573  3084. 

FOUR  EPOS  TILLS  Excel  each  pro- 
fessionally modified  to  work  as 
standalone  terminals  complete 
with  bar  code  scanners  and  exter- 
nal printers.  Suitable  as  an  entry 
level  do  it  yourself  system.  SI, 500  - 
buyer  to  arrange  collection  from 
Carlisle.  Tel:  01228  24848. 

CRESCENT  SHOPFITTINGS  -  2 
years  old,  Tegometal  shelving,  gon- 
dolas and  counter.  Tel:  0181-597 
8192. 

WANTED 


MANREX  -  Cassettes  and  consum- 
ables. Tel:  0191  537  353 

LEDERCORT  -  4mg  tablets  -  any 
quantity.  Tel:  0181  573  3084. 


PRODUCTS  AND  SERVICES 


The  Power 
of  Multiples... 
...the  Privilege 
of  Independence 

Last  month  Nucare 
members  received 
rebates  at  an  annual 
rate  of  £250,000. 
Join  us  and  take 
a  share  of  it. 


Wish  to  become  a  member?  NuCare  ok 
Please  contact  us  loday.  r 


447  Kenton  Road 
Harrow 

Middlesex  HA3  OXY 
Tel:  0181-732  2772 
Fax:  0181-732  2774 


YORK  L I 


AWARD  WINNING  PHARMACY 
SHOPFITTING  SPECIALISTS 


Head  Office 

Nordia  House 
Seacroft  Industrial  Estate 
Coal  Road 
LEEDS  LS14  2AW 
Tel  0113  232  3478 


Scotland  Office 

Dirleton  House 
Dirleton  Lane 
ALLOA 
FK10 1NW 
Tel  01259  723131 


APPROVED  BY  THE  N.P.A. 


J  I  I   i  ^   VISUAL  MERCHANDISING 
^-JLJJ   AT  ITS  VERY  BEST 

\       &  "i        Designers  and  Manufacturers  ot  Glass  Cube  +  Open  Frame  Displays 


f 


Cube  Arts  Ltd,  Unit  D,  Mill  Green  Business  Park,  Mill  Green  Road, 
Mitcham,  Surrey  CR4  4HT  Tel  0181-640  61 14  Fax  0181-640  4497 


EQUIPMENT  FOR  SALE 

I      FOR  SALE 

PHOTO-ME  LEADER  LAB  III  (ULTIMATE). 

8  months  old,  1 5-20  films/hr.  Can  do  up  to 
8"  x  10"  enlargements.  Phone  for  price. 

00353  77  62412 

IMAGER  135  MINI-LAB 

Due  to  business  disposal. 
Only  18  months  old.  Newly  serviced,  warranty  given. 
Offers. 

Tel:  0161  881  1452 

Free  entries  in 
"Business  Link" 
(maximum  30 
words)  are 
restricted  to 
community 
pharmacist 
subscribers  to 
Chemist  & 
Druggist.  No  trade 
advertisements  will 
be  permitted. 
Acceptance  is  at  the 
discretion  of  the 
Publishers  and 
depends  upon  space 
being  available. 
Send  proposed 
wording  to 
"Business  Link" 
using  the  form 
printed  alongside. 


To:  Business  Link,  CHEMIST  &  DRUGGIST,  Miller  Freeman  House, 
Sovereign  Way,  Tonbridge,  Kent  TN9  1RW. 

PLEASE  COMPLETE  IN  BLOCK  CAPITALS 

Surname  

First  names  


Address 


 Postcode 

Personal  RPSGB  Registration  number  

Telephone  Number  

Proposed  advertisement  copy  (maximum  30  words) 


Nothing  was  going  to  stop  the  die-hard  music  lovers  from  enjoying  Glastonbury 
this  year.  Not  even  a  spot  of  trench  foot,  as  pharmacist  Alison  Hodgetts  found  out 
while  tending  to  the  needy  in  the  Festival's  medical  enclave 


Try  and  imagine  predicting 
and  meeting  the  pharma- 
ceutical needs  of  some 
90,000  people,  mixed  with 
rain  water  and  an  un- 
known blend  of  illegal  drugs  in  a 
Somerset  field,  and  you  can  see 
the  challenge  facing  the  phar- 
macy team  working  at  this  year's 
Glastonbury  Festival. 

As  the  event  approached,  I 
began  wondering  about  which 
drugs  interacted  with  Ecstasy  or 
LSD.  As  two  inches  of  rain  fell  in 
the  36  hours  before  the  festival 
weekend,  these  concerns  were 
overtaken  by  whether  I  should 
find  out  about  the  treatment  of 
trench  foot  and  where  to  get 
some  wellies. 

My  other  thought  was  how  I'd 
managed  to  get  involved  in  the 
first  place! 

Then  I  remembered.  The  pro- 
prietor of  Watkins  Pharmacy  in 
Shepton  Mallet  was  planning 
the  second  year  of  an  on-site 
pharmacy  service  when  we  met. 

Working  with  the  director  of 
festival  medical  services,  Dr 
Chris  Howes,  we  developed  a 
formulary  that  would  cover  the 
predictable  problems.  Less  pre- 
dictable needs  would  be  met 
from  stock  held  by  the  Shepton 
shop,  backed  up  by  the  whole- 


saler and  the  on-call  pharmacy 
service  at  Bath's  Royal  United 
Hospital. 

The  pharmacy  was  to  open 
from  9.00am-9.00pm  over  the 
four  main  days  of  the  event,  so 
the  rota  of  pharmacists  and 
counter  assistants  was  arranged 
without  even  a  glimpse  at  the 
band  line-up! 

Driving  towards  the  festival 
site  on  the  Friday  morning,  the 
effect  of  the  arrival  of  so  many 
people  on  the  tiny  village  of  Pil- 
ton  was  obvious.  Some  had  even 
turned  it  to  their  advantage  by 
renting  out  their  fields  for  car 
parking. 

Community  spirit 

At  the  height  of  the  show,  the  site 
becomes  the  largest  community 
in  Somerset,  complete  with  its 
own  daily  newspaper,  bank, 
police  service,  radio  station, 
shops,  cafes  and  bars.  The  repu- 
tation of  the  sanitation  is  leg- 
endary, but  this  was  to  be  the 
first  year  that  hot  showers  had 
been  provided,  and  Oxfam  had 
undertaken  a  study  of  optimum 
latrine  design  for  future  refugee 
camp  use.  The  festival  organisa- 
tion also  supports  local  charities, 
as  well  as  Oxfam,  Wateraid  and 
Greenpeace. 


The  festival-goers  themselves 
ar  e  a  mix  of  those  who  have 
come  for  the  music,  those  who 
have  always  come,  the  volun- 
teers, the  media  and  the  local 
residents. 

The  weather  affected  every- 
thing -  walking  was  tricky  with 
the  extra  weight  of  mud  attached 
to  each  foot  and  plastic  bags 
took  on  new  uses  in  an  attempt 
to  keep  dry.  It  also  dictated  the 
dress  of  the  performers  -  Neneh 
Cherry  added  wellies  and  mack- 
intosh to  her  baby  doll  dress  and 
still  managed  to  look  like  a  true 
star. 

Amid  all  this,  the  medical  cen- 
tre provided  a  professional  but. 
informal  service  -  part  general 
practice,  part  casualty  and  part 
drug  overdose-related.  The  med- 
ical services  enclosure  was  sited 
on  the  top  of  the  hill  and  looked 
down  over  the  valley  where  the 
performances  were  taking  place. 
It  housed  the  pharmacy  along- 
side the  doctors,  nurses,  para- 
medics, dentists  and  midwives.  It 
looked  a  little  like  the  'MASH'  TV 
set  -  with  added  mud! 

The  attributes  that  became 
useful  over  the  next  few  days 
included  a  problem-solving 
approach,  a  good  pair  of  wellies 
and  the  ability  to  jump  up  into 


the  Portakabin  that  was  to  be  our 
base  for  the  next  few  days. 

The  ebb  and  flow  of  arrivals 
could  be  pre-determined  by  a 
quick  look  at  the  band  running 
order.  Prescriptions  were  issued 
to  treat  wounds,  stomach  upsets, 
infections,  ankle  injuries,  sore 
eyes  caused  by  mud-slinging,  and 
muscle  strain.  Some  people  had 
lost  or  had  had  their  belongings 
stolen,  so  replacement  contra- 
ceptive Pills,  inhalers,  warfarin, 
and  anti-epileptic  medication 
were  dispensed.  All  of  life  was 
there,  including  a  two-day-old 
baby  who  needed  her  vitamin  K. 
Most  prescriptions  could  be 
filled  immediately. 

A  muddy  Somerset  field  during 
a  festival  weekend  bears  little 
resemblance  to  a  Bristol  suburb 
on  a  Wednesday  morning  and, 
accordingly,  the  counter  advice 
and  counselling  had  to  change. 
For  instance,  Glastonbury  is  not 
the  ideal  place  to  have  diarrhoea, 
so  even  if  an  infection  is  sus- 
pected, the  'better  out  than  in' 
rule  is  put  to  one  side  in  favour  of 
loperamide. 

Over  the  weekend,  I  believe 
that  we  helped  many  people  with 
a  combination  of  the  dispensing 
service,  health  advice  and  listen- 
ing that  is  community  pharmacy 

-  it  was  just  that  the  community 
here  was  a  little  different  !  All  the 
aspects  of  being  the  local  com- 
munity pharmacist  were  there, 
including  people  you  treated  a 
couple  of  days  ago  beginning  to 
update  you  on  their  symptoms, 
as  you  were  choosing  your  pro- 
motional T-shirt. 

Healing  Fields  haven 

After  my  second  shift,  I  left 
behind  the  pills  and  the  mix- 
tures, and  decided  to  experience 
the  relative  calm  of  the  Healing 
Fields.  The  treatments  available 
included  massage,  homoeo- 
pathy, astrological  chart  reading 
and  iridology.  Even  in  this  hippy 
haven,  times  are  changing  -  one 
of  the  people  I  spoke  to  could  be 
contacted  on  his  mobile  phone 
or  at  his  e-mail  addr  ess. 

Overall,  the  festival  is  less 
about  who  is  playing  and  much 
more  about  the  event  itself, 
including  the  break  from  real 
life,  the  tolerance  and  open- 
mindedness,  people-watching 
and  the  meeting  of  new  friends. 
This  is  illustrated  by  the  tickets 
selling  out  way  before  the  band 
line-up  has  been  announced. 

On  Monday,  as  I  headed  back 
to  my  real  job,  looking  like  a  dif- 
ferent person,  Bristol  was  full  of 
people  heading  home.  The  last 
Pilton  traffic  update  I  heard  said 
that,  the  roads  were  again  closed 

-  this  time  to  clear  away  all  that 
mud! 


All  rights  reserved.  No  part  of  this  publication  may  be  reproduced  or  transmitted  in  any  form  or  by  any  means,  electronic  or  mechanical  including  photocopying,  recording  or  any  information  storage 
or  retrieval  system  without  the  express  prior  written  consent  of  the  publisher.  The  contents  of  Chemist  &  Druggist  are  subject  to  reproduction  in  information  storage  and  retrieval  systems.  Miller 
Freeman  pic  may  pass  suitable  reader  addresses  to  other  relevant  suppliers.  If  you  do  not  wish  to  receive  sales  information  from  other  companies  please  write  to  Ben  Martin  at  Miller  Freeman  pic. 
Origination  by  London  Scanning,  120  Great  Portland  Street,  London.  Printed  by  E  T  Heron  &  Co  Ltd,  Colchester  Road,  Heybridge,  Maldon,  Essex.  Registered  at  the  Post  Office  as  a  Newspaper  19/21/16S 


CHEMIST  &  DRUGGIST  12  JULY  1997 


ytol  is  the  undisputed  brand  leader  in  a  market 
s  own  making,  with  a  rate  of  sale  more  than 
es  greater  than  its  nearest  competitor1,  fgam 

iiramine,  is  the  product  of  flMHgSgfl|^E^p 
Dice  for  millions  of  people  all     ^^■V^EW  ' 

tol  comes  in  25  mg  tablets,  for 

3se  customers  who  may  not  K^B^^^jfTjl 

e  convenient  One-A-Night  H9   


with  its  50  mg  single  dose  formulation,  and  now  there's 
the  all  natural  Herbal  variant  hot  on  its  heels. 

We  know  that  91% 
|    of  consumers  feel  Nytol  is 
a  brand  they  can  trust2, 

^and  with  Stafford-Miller's 
continued  commitment  to 
developing  this  brand,  and 
with  it  the  market,  you  can 

 "~        ST  Herbal"'  I    be  sure,  as  ever,  good  profits 

/      only  follow  a  good  Nytol. 


Herbal 


I  you  think  there's  anything  better  than  Nytol  -  dream  on. 

417    1.  Nielsen  data.  March/April  1997.  2.  Data  on  file  Stafford-Miller  Ltd  1997.  Nytol.  Nytol  Herbal,  One-A-Night  and  Z's  logo  are  Trademarks  of  Stafford-Miller  Ltd,  Broadwater  Road.  Welwyn  Garden  City,  Herts.  AL7  3SR 
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IBULEVE" 

PHARMACY  ONI  V  GEL 


PENETRATING  GEL  FOR  FAST  10CAL  REUCF  OF  BACKACHE.  RKEUUAHC 
AND  MUSCULAR  PAIN,  SPRAINS AND  STRASiS,  ALSO  fOR  PAW  RELIEF  N 
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PHARMACY  ONLY  GEL 

PENETRATING  GEL  FOR  FAST  LOCAL  RELIEF  OF  BACKACHE,  RHEUMATIC 
AND  MUSCULAR  PAIN,  SPRAINS  AND  STRAINS.  ALSO  FOR  PAIN  RELIEF  IN 
NON-SERIOUS  ARTHRITIC  CONDITIONS 

Apply  directly  to  the  point  of  pain 


FOR  THE  RELIEF  OF 
BACKACHE,  RHEUM  ATI 
ANO  MUSCULAR  PAIN 
SPRAINS  AND  STRAIN! 
REDUCES  SWELLING 
AND  INFLAMMATION. 

Apply  directly 
to  the  point  of  pain 


/OR  THE  RELIEF  OF 
^CKACHE.  RHEUMATIC  . 

MUSCULAR  PAIN. 
STRAINS  AND  STRAIN- 
REDUCES  SWELLING 
A*D  INFLAMMATION. 

35mie  r 


Give  your  shelf  confidence  by  displaying  Ibuleve,  the  No.1  selling  topical  analgesic. 

Ibuleve  30g  and  50g  gel  are  by  far  the  two  most  profitable*  topical  analgesics  on  your 
shelf,  whilst  Ibuleve  Spray  is  catching  up  fast. 

PAIN  RELIEF  WITHOUT  PILLS 

Britain's  No.1  selling  painkilling  gel 


IBULEVE  Trademark  and  Product  Licence  held  by  Diomed  Developments  Ltd,  Hitchin.  Herts,  SG4  70R,  UK  Distributed  by  DDD  Ltd,  91  Rickmansworlh  Road,  Wattord,  Herts,  WD1 7JJ.  UK  Directions  (Gels):  Lightly  apply  a  thin  layer 
ol  the  gel  ovei  the  attecled  aiea  Massage  geotly  uotil  absorbed  Wash  haods  alter  use  Repeat  as  reguired  up  to  three  limes  daily  Directions  (Spray):  Apply  5-10  sprays  (1  to  2  ml)  and  massage  into  skin  over  and  around  the  painful 
site  Wash  hands  after  use  Repeat  3  to  4  limes  daily  Indications:  For  Ihe  relief  ol  backache,  rheumatic  and  muscular  pain,  sprains  and  strains  Ibuleve  is  also  tor  pain  relief  in  non-serious  arthritic  conditions  Contra-indications: 
Not  to  be  used  in  cases  ol  sensitivity  to  any  ol  Ihe  Ingredients,  particularly  il  asthmatic  and  have  previously  shown  hypersensitivity  to  aspirin  or  ibupioten.  Not  to  be  used  on  broken  skin  Not  to  be  used  during  piegnancy  or  lactation 
Precautions:  Nol  recommended  loi  children  under  14  years  If  symptoms  peisisl  lor  more  lhan  a  lew  weeks,  consult  a  doctor  Patients  with  an  active  peptic  ulcer,  or  a  history  ol  kidney  problems,  asthma  or  aspirin  sensitivity  should 
seek  medical  advice  before  using  Ibuleve  Interaction  with  blood  piessure  lowering  drugs  is  theoretically  possible,  although  veiy  unlikely.  Keep  away  from  the  eyes,  nose  and  mouth  Keep  all  medicines  out  ol  Ihe  leach  ol  children 
I  FOR  EXTERNAL  USE  ONLY]  Side-effects:  In  normal  use,  side-effects  are  very  rare,  but  may  occasionally  include  allergic  or  localised  skin  reactions  in  susceptible  individuals  Ibuleve  Spray  is  FLAMMABLE  Keep  away  from  flames 
Legal  Category'  F'lPacks:  Gel  (PL0I73/0060)  -  30g.  RSP  E3  89  (E331  exc  VAT)  and  50g.  RSP  £5  39  (£4  59  exc  VAT),  Spray  (PL01 73/0160)  -  35ml,  RSP  £4  75  (£4  04  exc  VAT)  6/97  "Source  Intoscan  Cash  Rate  ol  Sale  Data 
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